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He was there when he was needed 
ont 
st. 
est It’s A FINE THING for all of us that Buffalo Bill Cody happened _ wagon trains set out with supplies for the frontier. He was 
in- to come along when he did. there hunting buffaloes when the railroad builders needed 
on Sid aa meat to strengthen them for the day’s work. He was 
on We were a young country then, just itching to grow, and the sb ettpe.. : : y nies 
: ¥ : there riding like the night wind when bold horsemen were 
way we had to grow was westward. But the West was a : 
; ; ‘ ; ; needed to carry mail to the lonely settlements. 
yn. scary wilderness, with vast spaces to get lost in, with wild ; 
14 buffalo herds ready to trample you, with Indians waiting to Yes, it’s lucky that men like Buffalo Bill were there when 
st pounce on you if rattlesnakes didn’t get you first. Who'd we needed them. But how does it happen that they 
: want to leave the quiet ways of home for a life like that? always are? 
ies a i : ; 
of I do,” said Buffalo Bill Cody. There must be something about freedom that makes most 
So when scouts were needed to lead settlers through eed eady to do what is needed . . . for their families, 
the unmapped frontier, there was Bill with his keen eye their country, their homes. For in this land of ours, where no 
and a map of the West in his head. man drives another, few men need to be driven to face their 
m duty. We do what we should because a voice inside tells us 
And when fighting men were needed il ebatavapleaas to. So does the way of freedom lift most of us up to the best. 
settlers in their new homes, there was Bill with his 
stout heart and his ready rifle. 
He was there driving oxen when the clattering MUTUAL LIFE INSURANCE COMPANY 
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MR. AGENT... 


Illustration shown 
is Cover Page of 
one of our Sales 
Pieces which won 
“Award of Excel- 
lence” Life Insur- 
ance Advertisers 
Assn. It’s a hard- 
hitting visual sav- 
ings plan presen- 
tation. 





Perhaps Pan-American Life Insurance Com- 
pany can help you solve the “If’s in Your Life.” 
You will find that Pan-American Representa- 
tives are armed with competitive merchandise, 
flexible underwriting, invaluable sales aids... 
all of which enhance your chance of success. 
What's more, our carefully-chosen represen- 
tative’s desire-to-succeed is intensified by a 
plan of compensation which furnishes greater 
benefits to those who do an outstanding job— 


A Career Contract. 









For Information, Address: 


CHARLES J. MESMAN 


Superintendent of Agencies 


CRAWFORD H. ELLIS 


President — 


EDWARD G. SIMMONS 


Executive Vice-President 


PAN-AMERICAN 
KENNETH D. HAMER LIFE INSURANCE CO. 


Vice-President & Agency Director NEW ORLEA NS, U.S.A. 















VComplete- 


personal insurance service! 





lV] Life 
IV] Health 
lV) Accident 


V) Hospitalization 


lV] Group 
lV) Salary Savings 
lV) Franchise 
4 Wholesale 
[v] Medical and Surgical V] Broker age 


Reimbursement 









Vv) Reinsurance 






Registered Life Protection 


Republic National 


Life Insurance Company 


Theo. P. Beasley, President Home Office: Dallas 


Life insurance in force exceeds $320,000,000.00 
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Our free-born underwriters 
select their own careers of 
service. The Life & Casualty 
program gives their policy- 
holders free selection of 
Life Security for them- 
selves, and for their fam- 
ilies. No skimpy dole—but 
everything you want—as 
you want it. Investigate! 
Compare! 
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5% Brokerage 
ommission Spreads 
mong Companies 


; 

i Another Large Insurer 
| Joins Growing Group 
of Stiff Competitors 


NEW YORK—The highly competi- 
tive brokerage life business is getting 
hot as the summer weather with evi- 
dence that a 55% commission for brok- 
ers on ordinary life may become gen- 


eral. 

The commission paid to brokers on 
ordinary life normally has been 50%. 
Commissions to full time men vary ac- 
cording to the compensation plan they 
fare under. 

Some general agents on an individual 
basis have been paying 55% for new 
business, giving up their 5% overriding, 
hoping to make their money on renew- 
als and on the added business that the 
thigher commission will produce. 


‘Some Pay Higher Commissions 


Smaller companies and aggressive 
agencies generally have been paying 
slightly higher commissions to attract 
brokers and build a following. Section 
213 of the New York insurance law 
prohibits the payment of a commission 
higher than 55%. 

The latest fillip was added to the 
commission scene by a large company 
which came out effective July 1 with a 
5% increase in commissions across the 
board on all policies for $5,000 or more 
where the insured was age 55 or under 
and where 11 or more premiums were 
to be paid. 

The newcomer joins a growing list of 
companies that will pay the 55% to 
brokers. Already on the list are at least 
eight of the largest companies. Some 
of the large companies do not write 
brokerage business and are not involved 
in the brokerage commission situation. 
News of the most recent increase was 
quickly picked up in other agencies and 
relayed to their home offices. There 
it added to the growing store of re- 
quests from field brokerage offices of 
companies paying 50% for an increase 
in commissions to 55%. All companies 
of course, are governed by the limits in 
Section 213. Gaining recognition as a 
company that pays high commissions is 
helpful to brokerage companies. It is 
a bit of information that doesn’t lose 
any time in quickly reaching the ears 
of brokers. 


Business Already Good 


The increase has been taken with curi- 
osity in brokerage circles since business 
this year has been very good. The con- 
seasus of the other companies is that 
it is a competitive move to make it a 
little better. It adds tonic to the market 
though its ultimate effect can’t be meas- 
ured. The 50% companies are also 
writing their share of brokerage busi- 


‘} ness. 


The general insurance broker who oc- 
casionally writes life insurance is usu- 
ally a commission-conscious fellow. 
Most brokers follow the line of highest 
commissions. They use commissions as 
a guide when they place their business. 
The loyalty to company that marks a 
full time man isn’t found in the broker. 
Sometimes a broker will follow an 
individual life agency brokerage super- 





WAYS AND MEANS TESTIMONY 





Proposed Interest Withholding Would 
Be Heavy Burden for Policyholders 


By HENRY HALLAM 


_ WASHINGTON — Protests of life 
insurance companies against the House 
revenue bill’s provision for a 20% with- 
holding tax on interest payable to and 
by life companies were heard by the 
Senate finance committee Wednesday. 

Spokesman for the American Life 
Convention and Life Insurance Assn. 
the joint committee on withholding and 
information at source was John J. Ma- 
govern, Jr., counsel of Mutual Benefit 
Life. Other witnesses were Charles G. 
Dougherty, 2nd _ vice-president of 
Metropolitan Life, and Willis H. Sat- 
terthwaite, counsel of Penn Mutual. 

Illustrating the scope of the with- 
holding problem respecting interest on 
policy dividends, Mr. Magovern said 
dividend accumulation accounts of his 
company last year numbered 263,000, 
with estimated average annual interest 
credit of $4.60. 

As for policy proceeds held under 
agreements to pay interest, Mr. Dough- 
erty said little companies would be put 
to great expense and their beneficiaries 
to incovenience and hardship. 

Under the withholding tax proposal, 
he said, life companies would, in effect, 
be required to pay income tax before 
March 15 and lose their privilege of 
paying later quarterly installments. De- 
lay in reinvesting interest funds would 
average over nine months, he said, with 








visor and stay with that man and place 
his business regardless of the latter’s 
company connections. This is personal, 
not company loyalty. 


Always More to Be Had 


Every general agent or manager of 
a company which pays 50% feels that 
there is some additional business on the 
street that he could pick up if his com- 
pany paid 55%. 

There is already some unrest in 
brokerage offices of companies paying 
50% and their home offices have started 
receiving complaints. But it takes both 
agency and actuarial executive decisions 
to change commission schedules. Such 
a move is not undertaken by a company 
without considerable thought. 

The latest company to put through a 
commission increase will also apply it 
to retirement income contracts where it 
presumably will provide considerable 
attraction to brokers on pension con- 
tracts. There are of course many other 
aspects to be considered in brokeraging 
a life case, such as whether a company 
will guarantee issue in a pension trans- 
action, whether it has preferred risk 
plans, etc. 

Stock companies generally have been 
paying 55% on many contracts but the 
commission is based on a lower non-par 
premium, so that it often works out that 
the broker gets the same commission. 


Lower Acquisition Cost 


Higher commissions to brokers are 
substantiated on the basis of lower ac- 
quisition cost for the business. A broker 
usually operates in his own office, does 
not cost the company or general agent 
anything in the way of office administra- 
tion expense, or for phone calls, space, 
desk, light, heat, etc. Nor is there any 
need to contribute to his group insur- 
ance, social security, etc. 

Life Add F. P. 55% Brokerage 

The most recent large company to 
put through the brokerage commission 
hike is also raising the commission for 
full-time men the same amount. This 
amounts to more than 10% increase in 
pay in some instances. 


resulting additional cost of policyhold- 
ers’ protection and substantial loss of 
income on policyholders’ funds. 

He declared payments made and re- 
ceived by life companies should be ex- 
empted from the withholding provi- 
sions. 

Mr. Dougherty said Metropolitan has 
135,000 ordinary contracts outstanding 
in the U. S. providing for interest on 
policy proceeds being held under agree- 
ment to pay interest. Total interest pay- 
ments under them averages $80 an- 
nually, which would mean withholding 
$16. 

He suggested that life companies’ in- 
terest payments should be given the 
same treatment as interest on bank 
deposits under the bill, and interest on 
policy proceeds should not be subject 
to withholding. 


$1.90 AVERAGE 


Dividends are now being accumu- 
lated at interest on about 1.3 million 
Metropolitan policies, Mr. Dougherty 
said, interest credits annually averag- 
ing $1.90 per policy. On the basis of 
the ways and means committee report, 
average annual withholding thereon 
would be 38 cents. If withheld, the ef- 
fect would be bad on lapsed policies and 
paid-up insurance. 

Metropolitan would have to handle 
over a million small accounts, exclusive 
of industrial, at expense estimated at 
$350,000 the first year and $125,000 an- 
nually thereafter, under the House pro- 
vision. 

Withholding at the source from the 
company’s investment income, Mr. 
Dougherty said, would result in his 
company losing interest on 20% of its 
interest income an average of at least 
nine months annually which, at 3% 
would represent $630,000 penalization of 
policyholders. 

He pointed out that life companies 
must file sworn annual statements of 
income and disbursements, but the with- 
holding proposal would cost Metro- 
politan policyholders almost a million 
dollars the first year and more than 
$750,000 annually thereafter, based on 
present volume of business. 


600,000 Accounts Affected 


Mr. Satterthwaite said the House pro- 
vision for withholding tax on interest 
on amounts held by companies under 
agreement to pay interest thereon 
would affect over 600,000 of its ac- 
counts, of which 588,000 were dividend 
accumulation accounts. Like other 
witnesses, he dwelt upon expense and 
difficulty in administering the withhold- 
ing proposal, and its adverse effect on 
policyholders’ or beneficiaries’ rights. 

The expense and difficulty of admin- 
istration is not justified, Mr. Sat- 
terthwaite contended, and said that in- 
surance companies are entitled to the 
same exemption as savings institutions. 

Withholding on amounts payable to 
life companies would result in an esti- 
mated $2.4 million tax being withheld 
from payments due his company, Mr. 
‘Satterthwaite said. He urged that life 
company income payments be exempt. 


Nat'l Bankers in N. C. 


National Bankers Life of Dallas has 
appointed James E. Richey North Caro- 
lina manager, with headquarters in 
Charlotte. -Mr. Richey has had six 
years’ experience in insurance. Including 
North Carolina. Bankers Life of Dallas 
is now active in 11 states. 











Conn. General to 
Have Network of 
Brokerage Agencies 


Setup Will Be Entirely 
Separate from Full-Time 
Operations 


Appointment this week of James 
Greaney as brokerage manager of the 
Frank Townsend agency of Connecti- 
cut General Life at Chicago, like the 
company’s recent naming of Donald E. 
Tatum as head of 
a strictly brokerage 
agency at Cleve- 
land, is part of a 
long-range plan to 
set up separate 
brokerage agencies 
in major cities. 
Present plans call 
for a total of 28. 

The significance 
of Mr. Greaney’s 
appointment is that 
Connecticut Gener- 
al plans to have 
Mr. Greaney act 
not only as broker- 
age manager in the usual sense but as a 
developer of men who will in turn go to 
other cities as heads of brokerage agen- 
cies. The same plan will be followed 
in the brokerage department of the 
Larkin agency of Connecticut General 
at New York City, where Mr. Greaney 
has been assistant brokerage manager 
since 1946. 





James Greaney 


Basis of New Set-up 


How rapidly the company will estab- 
lish these special brokerage agencies 
depends on how fast it can find qualified 
potential managers and train them. 
Eventually the new arrangement will 
mean the separation of brokerage and 
full-time functions in all cities big 
enough to have a brokerage operation, 
with the exception of New York and 
Chicago. 

Vice-president Stuart F. Smith has 
for some time felt that brokerage and 
full-time operations should be separated. 
The kind of estate analysis training suit- 
able for a full-time organization is not 
well adapted to effective development 
of brokerage business. Another reason 
for developing brokerage business 
through a separate organization is that 
agency heads, when they begin to de- 
velop brokerage, are likely to become 
interested in it to the extent that the 
full-time development suffers, or else 
the manager doesn’t give enough of his 
attention to brokerage to develop it ef- 
fectively. 

The new arrangement spares the man- 
ager the need of having to carry water 
on both shoulders. However, this is not 
a problem at New York and Chicago, 
where brokerage development has been 
a going operation for years. 


Atlanta, Newark Tryouts 


The separate brokerage agency idea 
was tried out first experimentally in 
Atlanta, where Connecticut General had 
not been developing brokerage business. 
It was so successful that it was decided 
to try it in a larger city. A brokerage 
department was set up in the Newark 
agency along the new lines, and again 
proved the soundness of the concept. 

Connecticut General is proceeding on 
the theory that there is vastly more 

(CONTINUED ON PAGE 19) 
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Combination Field 
Again Faces Dearth 
of Agent Recruits 


Companies Open Debits 
to Women in Race 
to Cover Rich Market 


By RICHARD J. THAIN 


The defense economy is forcing the 
combination life insurance companies 
into recruiting procedure and_ psy- 
chology reminiscent of the last war. 
The large companies are once again 
hiring women as debit agents. There 
is strong temptation to wink at the re- 
sults of the psychological tests in the 
selection of new industrial agents. 
Combination managers are continuing 
on the debits some men they would 
have fired two years ago, but today 
replacement of weak men is a difficult 
problem. 

Military service and high-paying de- 
fense jobs are once again siphoning 
off many prospective combination 
agents. Many men in routine white 
collar jobs, a class of citizens for which 
combination selling formerly held a 
strong appeal, have moved into better 
positions and are able to command 
greater pay because of the general 
shortage of clerical and office help. 
Jobs which a year ago looked like 
dead ends now appear to, have more 


possibilities and fewer fugitives from 
clerkdom are being attracted to life 
insurance. 


Women made their appearances on 
the debit in considerable numbers dur- 
ing the last war and, while many have 
not been hired as yet, the big com- 
bination companies are once again 
open to them. Several of the companies 
had a satisfactory experience with the 
women agents during the last war. 
Many of the agents were housewives 


whose husbands were in service. One 
company, John Hancock, offered 
women permanent contracts during 


the war and has still a number of these 
ladies on the job. Some of them are 
consistent sales leaders. Other companies 
hired women agents in temporary 
capacities and let them go as soon as 
men were available. 


Earnings Appeal to Women 


It is often easier to attract women 
of ability to jobs as combination agents 
than it is to get men of equal ability. 
The pay for women in the white col- 
lar category has probably lagged 
farther behind the general salary level 
than the pay for any other group of 
workers. It seems to be fairly com- 
monly accepted that a man will get 
twice as much for performing the 
same job as a woman performs. Many 
ladies in responsible executive posi- 
tions can be found who are drawing 
less than $3,000 a year. To such women 
the possibilities for earnings on a 
debit can have a strong appeal. A 
debit agent can earn $2,500 merely 
for servicing a debit. If even a small 
amount of selling is done the take can 
be increased to $3,500. Many industrial 
agents are making more than $6,000 
a year and some of the women have 
climbed into this category. The finan- 
cial opportunity for ladies in com- 
bination selling is greater than in most 


other fields. 

The gal on the debit cannot be 
timid. She receives no_ preferential 
treatment from her company merely 


because she is a woman. John Han- 
cock managers do no special favors 
for the ladies and expect the same 
amount of work from them. The ladies 
(CONTINUED ON PAGE 20) 


Marks 20 Years’ Service as President 





M. Albert Linton 
congratula- 


receives 

tions on his 20th an- 
niversary as_ presi- 
dent of Provident 


Mutual from Thomas 
A. Bradshaw (left) 
general counsel, and 
Vice-president James 
H. Cowles. Mr. Lin- } 
ton is the third pres- 
ident the company 
has had in its 86-year _ 
history. He and 
Vice-president E. W. * 
Marshall have just .. 
returned from Eu- © 
rope, where they 
presented papers at 
the International 49 
Congress of Actuaries 
in Scheveningen, 


Holland. 











Union Mutual Liberalizes 
Non-can A. & H. Contracts 


Union Mutual Life of Portland, Me., 
has launched some new non-cancelable 
A. & H. contracts. The form guaranteed 
renewable to age 70 has had a two-year 
incontestable clause added. All the poli- 
cies now contain the clause. Either 12 
or 24 months’ sickness coverage is avail- 
able and the company has abolished the 
15-day waiting period for sickness and 
one-year waiting period for cancer, tu- 
berculosis and insanity. Accidental 
death benefits, which were required in 
the old form, are optional by rider. 
Policies may be written non-medically 
up to and including $200 monthly in- 
come. Waiver of premium provision is 
added and the former average earning 
clause is deleted. 

New non-cancelable coverages avail- 


able by rider are accident expense, of- 
fering blanket medical reimbursement 
up to $500; travel accident, doubling the 
monthly indemnity up to $200 for the 
first three months if injury occurs rid- 
ing in an automobile or public convey- 
ance; daily hospital benefits up to $12 
a day and a $300 surgical schedule. 

New increased benefits affect all poli- 
cies in force as well as new policies. 
There is no increase in premium rate 
for the new provisions and _ liberaliza- 
tions. 

The non-cancelable sickness and acci- 
dent department of the company re- 
ports a 32% gain in new paid premiums 
ovér the same period a year ago. 





A group of eight buildings has been 
sold by the Kroger Co. in Cincinnati to 
Union Central Life for $5,000,000, but 
will continue to be occupied by the com- 
pany under a 25 year lease. 


THE FUTURE... 
HARDLY RICH, 
BUT EASILY SECURE 


Just try to get rich these days—you or your clients and 


prospects. 


In our present economy — with the government 


spending a good portion of your earnings for you — it’s virtu- 
ally impossible to become “rich” in the old sense of the word. 
The best thing most of us can hope for is not wealth but 


a substantial degree of security. 


Without the opportunity 


to accumulate a large amount of capital, the assurance of a 
steady income for life is the next best thing. That almost 
everyone today must put financial security first is one of the 
economic “facts of life” the insurance industry can use to 


good advantage. 


Actually, security and a guarantee of future welfare are 
easier and cheaper than ever before. Future dollars purchased 
with today’s dollars are a bargain almost in the department 


store vernacular. 


It’s your job to show everyone you meet that this security 
can best be achieved through the vehicle of a well planned 


life insurance program. 


MORE THAN A HALF BILLION DOLLARS 
INSURANCE IN FORCE— JUNE 1], 1951. 


i ‘i 


te 


a 


COMMONWEALTH 
Life Insurance Company 


HOME OFFICE ¢ LOUISVILLE, KY. 


The Doorway to Security 


—————_ 





1,616 Fact-Filled | Inter 
Pages in the 195] | 
“Unique Manual” But 


By ROY ROSENQUIST Dilut 
The 1951 “Unique Manual,” will 
1,616 fact-filled pages, is just off The 
National Underwriter Co. press. [| 
presents encyclopedic coverage of lii¢ 
insurance facts and figures and pro. 
vides for more up-to-date information 
this kind than is offered by any other Divi 
reference source. This new 53rd annua vi 
edition supplies the answer to almos 
any fact or figure that a field man might ] 
need. Consequently it is standard equip. 
— practically all progressive life The in 
Introduced by 314 pages devoted to 255 18 1! 
the life insurance companies, the new financial 
“Unique Manual” gives a brief history many ye: 
of each, its financial statement, business money is 
in force (including reserve basis), wha E 
type of insurance it writes, where i the fed 
operates and who its officers are. Someaccord or 
460 companies are treated in this sec: The bis 
tion. Following is a list of companieg;, whethe 
which have changed name, merged of ie 
been reinsured since 1920, giving theig # mo 


aoe 


a one? 


present designations. A ranking table cause of 
by insurance in force concludes thi topple th 
jas for in 


first major section. 

The second major section presents 2 The pic 
detailed analysis of the annual state of 1% it 
ments of 240 life insurance companie rate indic: 
and includes life insurance busines:lower pré 
costs, management and underwriting. Is worked o! 
all, some 70 items from the statue supp 
of each company are presented in con Various | 


venient and easy-to-compare form. ‘commitm« 
Provisions n ‘culation b 
ons of 250 Insurers pen omenglp 


information about the companies, comesduring th 
the main body of the book, some 1,10¢impossible 
pages in which for each company it March cot 
alphabetical order are shown policy pro but by the 
visions, rates, values, limits, current div should be 
idends (including termination dividends their new 
dividend accumulations and years tc Hence, 
pay-up or mature the policy), actuajcompanies 
dividend histories of policies issued 1@earning p 


Following this thorough coverage during 


and 20 years ago, and much addition * 
information. Valuable additional lists o me ~—_ 
policy forms issued with brief descrip} One of 


tions and illustrative premiums aremoney st 
shown under each company heading though cc 
Some 250 companies, savings bank in-loans bec: 
surance and United States governmentrestraint {| 
life insurance are represented in thi¢companies 
section, which opens with the new serv;interest in 
icemen’s indemnity and insurance actsPrivileges 
of 1951, national service life insurance legislature. 
and social security. The latter has been very mode 
completely revised and shows benefits their lowe 
under various classifications for average but no lar 
monthly wages from $30 to $300 at $ition is ex 
intervals, lets are 
Many special sections follow: Juve. Supply of r 
nile, with a convenient arrangement of plentiful e 
rates and values, single premium life both comn 
and endowments, immediate annuities ¢™ment b 
That part of the annuity section which They cann 
deals with joint and survivor annuity 2dditional 
rates has been enlarged. they did fo 
Industrial policies are analyzed in a because the 
manner similar to that of ordinary poli. four-points 
cies. Rates, values and infantile death ments. 
benefits are included in this special sec. “What ; 
tion. ithe agents’ 
. ‘earnings b 
Aid to Programming ‘is “Tes Ke 
In programming it is usually neces-remain as 
sary to show an income based on thtso dividen 
cash value at some future date. So thatcoming. 





these cash values may be determined, That opt 
the ‘Unique Manual” presents 82 pageSwith at lez 
of reserve and cash value tables on bothThese are | 


the American Experience and C.S.O.tion that a: 
bases, including values at ages 55, Sif inflation. 
and 65. The pages of paid-up life in-All compani 
surance tables make it possible to detetthem down 
mine the amount of paid-up insurancéprise the o: 
provided by any given cash value at anyincome tax 
attained age, or to arrive at the amoutticome and ; 
of cash value of a paid-up policy. Fol 
lowing this are all the important mor; 
tality tables and interest and discoumi,, Vircin; 
tables. Se agg 
The settlement option section is com} — o! 
veniently placed at the very end of thé}. the Unis 
(CONTINUED ON PAGE 20) sijciaai 
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Interest Rate Up 12% 


[But Commitments 





t ‘Dilute Benefit 
Dilute Benefits 

off The 

‘oe F Investors Shy Away from 
and OS Common, Governments; 
ny othe Dividend Increases Distant 
9 almost 

7 By DONALD J. REAP 

ssive lif The investment side of the life busi- 
voted ta ess is now functioning in the healthiest 


the new financial atmosphere it has enjoyed in 
f history many years. The interest rate for new 
business money is up approximately 14% since 
s), re federal reserve-Treausry March 


where i : 
-e. Someaccord on monetary policy. 
this sec. The big question for the financial men 
ompanies i, whether the business boom will burst 
ig if the defense program is reversed be- 
ng table cause of a truce in Korea. That might 
des thi topple the market for insurance as well 
‘as for investor’s money. 
esents ¢ The picture isn’t as rosy as the half 
al state-of 1% increase in the going interest 
>mpanie rate indicates. Commitments made at the 
businesslower pre-March rates are still being 
iting. Isworked off. They may take up the avail- 
pert bs supply of funds well into the fall. 
1 in con Various estimates of the volume of 
‘m. ‘commitments outstanding are in cir- 
‘culation but even the most reliable data 
‘suggest only that companies will be 
erage ojincreasingly benefited by the new rates 
s, comeduring the late summer or fall. It is 
me 1,10/impossible to say exactly when pre- 
pany it March commitments will be worked off 
licy projbut by the year’s end, at least, companies 
rent div should be placing a large proportion of 
ividends their new money at the higher rates. 
years te Hence, it may be 1952 before all 
), actuajcompanies really benefit by the increased 
ssued 1@earning power of policyholders’ funds. 
oe Not Buying Common, Governments 
descrip) One of the by-products of the tight 
ims armoney supply, which persists even 
heading though companies are turning down 
bank in-loans because of the voluntary credit 
rernmentrestraint pact, is that the New York 
in thigcompanies have taken practically no 
ew sery-interest in the common stock investment 
nce actsPrivileges given them by the 1951 
nsurance legislature. Selectively there may be a 
has been very modest return to governments at 
benefits their lower prices and higher yields, 
average but no large scale move in that direc- 
00 at $ition is expected until alternative out- 
‘lets are unavailable. Meanwhile the 
v: Juve- Supply of new, attractive bonds has been 
sment of Plentiful enough for companies to put 
ium life both common stock and additional gov- 
nnuitie, ¢"ament bonds on their deferred list. 
yn which Lhey cannot sell governments to loosen 
annuity 4dditional money for investment, as 
“\they did for several years after the war, 
red in a because they’d have to take a loss on the 
ary poli- four-points-plus price drop on govern- 
ile death ments. 
cial sec’ “What about higher dividends?” is 
‘the agents’ reaction to higher investment 
‘earnings by their companies. The answer 
us “Too early to tell.” But*if conditions 
y neces-remain as they are for another year or 
i on theso dividend increases may be forth- 
So that coming. 
ermined, That optimistic note must be taken 
82 pagéjwith at least two large grains of salt. 
on bothiThese are the added expenses of opera- 
| C.S.0) lon that are hitting companies because 
s 55, §lof inflation. Costs are going up though 
) life imal companies are doing their best to keep 
to detetthem down. Federal income taxes com- 
nsuranctprise the other big question mark. The 
1e at alyancome tax is related to investment in- 
> amoutlicome and if that goes up, so do taxes. 








Robert E, Henley, president of Life 
of Virginia, participated in a Virginia 
onptstitute of Public Affairs panel dis- 
d of thet¥ssion on the problem of inflation, held 
20) at the University of Virginia. 






Metropolitan Life 


Hospitalization 


NEW YORK—Metropolitan Life has 
brought out a catastrophe hospital-sur- 
gical plan designed to supplement basic 
hospitalization protection. 

It will provide maximum benefits of 
from $1,500 to $5,000. There is a de- 
ductible feature under which the insured 
meets the first $100 of expense in excess 
of the benefits provided by the basic 
hospital-surgical plan. He also assumes 
25% of the further expense. 


Dependents may be included. 


Coverages under the plan include 
hospital charges for room and board and 
other hospital services, physician’s and 
surgeon’s fees including those for con- 
sultants, charges of registered nurses, 
costs of drugs, medicines and appliances, 
charges for anaesthesia, x-rays and other 
diagnostic services, for x-ray and radium 
therapy, administration of oxygen, blood 
transfusions, ambulance costs, and other 
therapeutic services and supplies. 

Metropolitan has been writing the 
coverage on its own employes for 3% 
years and has built up an experience 
that is expected to prove helpful in 
writing catastrophe insurance for the 
general public. 

Exact specifications of the plan may 
vary to fit the needs of a particular 
group of employes, especially when 
there is already in operation a_ basic 
hospital-surgical plan. 


Gets $1,000 for Suggestion 


Dorothy Wenzel has been awarded 
$1,000 by Connecticut General Life for 
a suggestion which will facilitate the 
recording of group insurance benefit 
payments. The award is the largest 
ever made under the company’s sug- 
gestion plan. 





Reviews Current Status of Agents’ 
Enters Catastrophe Renewals Under Social Security Act 


The current status of life agents 
under the social security act and the 
problems involved in having that status 
clarified by the Treasury Department, 
as seen by Aetna Life, were outlined by 
D. P. Cavanaugh, associate counsel, at 
the recent convention of the company’s 
agents. 

Not all companies see eye to eye on 
this subject but there is a_ general 
similarity of the problems facing them, 
especially on the question of the treat- 
ment of renewal commissions. 

Mr. Cavanaugh explained that on full- 
time agents his company does not want 
to be required to make any distinction 
between first-year and renewal com- 
missions or between commissions on 
policies written prior to 1951 and after- 
wards. All commissions on Aetna busi- 
ness, new and renewal, received by a 
full-time agent the company wants to 
consider as wages on which it and the 
agent will share the social security tax. 

Secondly, the company wants to avoid 
any obligation to pay social security 
taxes on commissions becoming due an 
individual or his estate when he is no 
longer a full-time Aetna agent. Finally, 
the company hopes to have established 
that the mere receipt of renewals by an 
individual after the age 65, regardless 
of their amount, will not bar him from 
collecting his social security benefits. 


Renewals for Conservation 


One of the principal problems that 
the company has run into in its negotia- 
tions in Washington has been to dis- 
prove the “popular but erroneous idea 
that renewal commissions are paid en- 
tirely for services performed at a time 
a policy is sold,” Mr. Cavanaugh said. 
There have been several rulings from 
Washington stating that renewals are 
paid solely on account of the sale of 








of the day after tomorrow. 


If this generation makes 





Day After Tomorrow 


For years the life insurance business has accented the 
fact that by saving part of his income today through life 
insurance a man can make safe his family’s tomorrow. 
We are insured today so that our children will be edu- 
cated tomorrow. Through life insurance today we are 
protecting tomorrow’s home. 
today we are assuring tomorrow’s retirement. 


But in crediting our business with tomorrow’s security 
we could also claim that life insurance helps take care 


then that next generation would be on a far better foot- 
ing and therefore better able to take care of its own 
problems and the problems of its own future. 


What we distribute is today’s peace of mind with the 
promise that that peace of mind will extend into 
tomorrow. We are also offering the fair chance that the 
insurance will be helping even the day after tomorrow. 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 


Through life insurance 


secure the next generation 

















policies. A vital part of the company 
effort is to overcome the effect of those 
rulings. 

The company has made the familiar 
argument about the necessity of serv- 
icing policies. Mr. Cavanaugh feels that 
whether or not an agent has actually 
serviced the business he has written, 
it can be said that the renewal com- 
missions are paid to him in the expecta- 
tion that he will service the business and 
to encourage him to do so. Mr. Cav- 
anaugh said, however: “Our argument 
on this point, I am sorry to relate, 
would have been more effective with the 
men in the Treasury Department if the 
agents who insured these men had 
given them better service.” 

Actually, he said, the idea that re- 
newals are paid for services in selling 
or at renewal time, is neither logical 
nor realistic when applied on an over-all 
basis to all of an agent’s business. How- 
ever, one concept or the other must be 
adopted. The most equitable standpoint, 
Mr. Cavanaugh suggested, is that re- 
newal commissions are paid in contem- 
plation of conservation services which 
the agent may be called upon to per- 
form. 


Status at Renewal Time 


This means that the tax status of 
each renewal commission will depend 
upon the relationship between the com- 
pany and the agent when the renewal 
becomes due rather than upon their re- 
lationship at the time the policy was 
issued. 

He explained that when the self-em- 
ployed agent files an income tax return 
for 1951 and indicates his net income 
from self-employment on which he is 
to pay his social security tax, there is 
no reason to suppose that he will be 
expected, or even allowed, to make 
any distinction between first-year and 
renewals received in 1951 or between 
commissions on policies written in 1951 
and those written earlier. He will pay 
the social security tax on all of them. 


Avoid Injustice to Older Men 


Therefore, he contended, similar 
treatment should be given to full-time 
agents. Many agents have just come 
under the social security act since the 
first of the year and a substantial part 
of their income consists of renewals on 
old business. To deprive those men of 
renewals on the ground that they are 
for services performed prior to 1951 
would be a serious matter, particularly 
for older men. The company itself 
would have a troublesome accounting 
problem as well if it had to separate 
commissions in respect to policies 
written before or after Jan. 1 of this 
year. 

Looking again at the self-employed 
salesman, when he has become self-em- 
ployed in another business or has gone 
to work as an employe, there seems to 
be no reason why renewals paid would 
not constitute self-employment income 
to him for the year in which the re- 
newals are paid. If he finds it necessary 
to incur expenses in the servicing of 
policies he should be allowed an income 
tax deduction for them. So long as he 
is collecting renewals he would prob- 
ably be regarded as doing business in 
respect to them. 


Self-Employment Income 


For the same reason his renewals 
should be regarded as self-employment 
income for social security tax purposes 
even though he may not have worked on 
the business during the year. Corre- 
spondingly, full-time agents should get 
similar treatment. Although the com- 
pany should not be required to pay a 
social security tax on commissions due 
an individual after he has ceased being 
a full-time agent, nevertheless, those 
commissions, when received by the in- 
dividual should be treated as self-em- 
ployment income to him. 

Mr. Cavanaugh summarized the tax 

(CONTINUED ON PAGE 20) 


















































































HteNATIONAL UNDERWRITER. 





July 13, 1957 











j July ie 
Top Executives findings on voluntary health plans, Mr. LOOKing Over “June for John” Figures 
Pike, who recently served as assistant — |Sou 


Trace Group Trends 
at Hancock Seminar 


The group department of a life insur- 








director of the Senate committee that 
looked into voluntary health insurance 
plans, said that voluntary health plans 
are having a widening appeal to the 
American public. 
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ance company has special responsibili- Business Insurance Production South 
ties because of the large commitments ; en wh: 
it makes for the company, Paul F. Clark, George B. Thompson, Jr., director of ae 
president of John Hancock, told the agencies, observed that more than $6 tional ¢ 
company’s group representatives at a million of business insurance was pro- surance 
seminar at Melvin Village, N duced by John Hancock district agents  —h 
Clarence W. Wyatt, vice-president in ™ the first quarter of 1951. He said ices 
charge of the group departments, said, Present day recruiting, selection and d 
“Our success lies in these two words— ‘taining methods have made the dis- Bec oboe 
respect and cooperation—and it cannot [fict agent an increasingly important rh “eh 
he achioved without them.” factor in the development of the life haggle 
Philip H. Peters, 2nd vice-president insurance industry. ) Americz 
in charge of group sales and service, R. Radcliffe Massey, vice-president in Geenaie 
said, “it is important not to rest on our charge of the general agency depart- view. 1 
laurels, but rather to add to our train- ™ent, said that the record of group in- } followec 
ing and share in our broadened knowl- Surance is one of the strongest demon- Sern Life 
edge.” ee vagy — oe ees — pooner 
; ; ‘ through the efforts of individuals, rath- Presid John H. E f Ohio N 1 look h 1 “ 
Th argin between gross + : resident Jo vans 0 io National looks over the results of the “Jum The 1 
premium and net costs and “ “the ana er than eS py eS Me dec al for John” contest. Others, from left, are F. A. Johnson, assistant superintendent of Frank . 
ing rapid expansion of benefits” were = peel oe tage di ry “ie ua’ agencies; M. R. Dodson, executive vice-president, Grant Westgate, superintendent oj partmen 
defined by Edward A. Green, 2nd vice- ae oe rat a page ”h S im agencies, and George R. Grace, assistant superintendent of agencies. The “Golden, heretofo 
president in charge of group re ee ee ee, Gloves” contest broke all records for a single month with a total of $12,073,000 in) availabl. 
ing and research, as the two basic trends The talks by company officers were written business. Mr. Dodson and Mr. Johnson were “managers” of the winning team, cities la 
in underwriting. supplemented by discussions of such which beat the team headed by Mr. Westgate and Mr. Grace by a small margin. The study 
; specific problems as selling and install- final day of the contest set a new single day’s record, $2,200,000 of written busines, provisio 
Increase in Voluntary Health Coverage ing association prospects, competition, being received at the home office. the larg 
Pointing to the great increase in vol- sales is agpe pe = beget — —— the sma 
untary health coverage during the past Tetention and dividends, and sales pro- 4. p p at - i 11 
two years, Victor A. Lutnicki, associate Cedures. Five Oak Ridge Agents in . ag or ae York Life _— 
counsel, observed that. this trend has Auto Crash, One Killed multiple fractures; David Gatlin, Mutua Mr. 1 
had a marked effect in deterring the F h Pl n3Y¥ Benefit Life, minor injuries. fundame 
passage of legislation on compulsory Fourt ace in ears Thomas G. Clynes, John Hancock, will ps 
cash sickness coverage. In its third year after starting from Oak Ridge, was killed and four other " . P son, cha 
The part that group insurance can scratch June 1, 1948, the Allen agents from that city injured when the Indianapolis C.L.U.'s Elect i. ] 
play in creating better relations between Dickey agency of Great-West Life at automobile in which they were return- Indianapolis C.L.U. chapter has elect) T Wat 
employer and employe was the subject Beverly Hills, Cal. paid for $7,427,752 ing from a meeting of Tennessee Assn. eq Ray O. Woods, John Hancock, pres ta 
of Asa P. Lombard’s talk. Mr. Lom- of ordinary. The final two months of the of Life Underwriters at Nashville jdent; W. Howard Bull, Aetna Life) eg — 
bard, 2nd vice-president in charge of year were in excess of a $1 million a skidded into the path of a truck. central vice- -president; Harold Hoffman, h “fendi 
claims, explained the opportunities of month. For the first five months of The other agents and their conditions Prudential, northern vice - presi, : 
the claim system in furthering good re- 1951 the agency paid for $3,549,792 of are: Ronnie F. Millsap, Home Benefi- dent; Ralph W. Smith, Prudential McPher 
lations with employes. ‘ f ordinary, putting it in fourth place in cial, crushed pelvis, condition serious southern vice-president. Hilbert Rust, “ South 
The seminar heard from Morris Pike, ordinary production among all agencies but is expected to live; William H. Hil- Insurance R. & R., was reelected sec as seal 
2nd vice-president in the actuarial de- of Great-West Life. dreth, Protective Life, critical with mul- retary. = se r 
take the 
| advised 
July 25. 
; MD. DI 
you believe you are capable of preparing a complete life insurance company training program, starting from H.A 
scratch, writing suitable text material to cover at least a two-year training schedule, then selling it to the field, ‘ 
properly implementing it for utmost efficiency; if you not only have good ideas in connection with modern train- Cop: 
ing and sales methods, but can express them to individuals and groups in a forceful, persuasive manner; if you are wean 
, ; P i % years 3 
aC. L. U.; if you are approximately 35 years of age; if you could assist in general sales promotion work by pre- cog 
retire as 
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oe RR Ie , , ‘ ; : oppage 
ability plus initiative; if you have a record and personality warranting starting salary of $10,000 with rapid ad- me cos 
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vancement to at least $15,000; and if you will write us reviewing at length your qualifications, we will be glad to partmen: 
examine! 
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Walte: 
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. ‘ . 7 ‘ ; : i 5 thei 
You will deal directly with the head of the company. Your application will be wholly confidential. Our client's ounce 
. tila ° . - = x they sha: 
top men know of this step to strengthen the organization. However, if your application shows you are with client's of those 
company, it will not be forwarded without your express permission. > ll 
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Southern Methodist 
| Offers C.L.U. Study 
by Correspondence 


g Southern Methodist is launching this 
' fall what is termed by Ben Burr, educa- 
tional director of Institute of Life In- 
surance, as the first C.L.U. study pro- 
gram to be offered by correspondence 
by an educational institution. The 
Southern Methodist courses are being 
made available to agents throughout the 
country. 
| The university will employ the usual 
\ texts and materials recommended by 
American College and the C.L.U. ques- 
tionnaires published by Research & Re- 
' view. This is a procedure that has been 
followed by five years by Southwest- 
| ern Life in preparing agents for C.L.U. 
' examinations by correspondence. 
The program will be headed by Prof. 
| Frank A. Young, chairman of the de- 
endent of partment of insurance, who states that 
- “Golden) heretofore C.L.U. courses have been 
in available only to agents who live in 
\ing team, cities large enough to afford a C.L.U. 
rgin. Th study group. He comments that no 
1 busines) provision has been made up to now for 
the large number of agents who live in 
» the smaller towns and cities. 


pected tc Enrollment Before Sept. 1. 
‘ork = Life) 
n, Mutual 





Mr. Young will be in charge of the 
fundamentals study. General education 
will be conducted by Richard B. John- 
son, chairman of the economics depart- 
ment; Harvey H. Guice, chairman of 
the gevernment department, and Walter 
T. Watson, chairman of the sociology 
rene. Pg ing senso and taxes will 
e supervise y Harmon L. Watkins, 
Hotes chairman department of real estate. a 
rudential Zane will be administered by Roy L 
betes Rust McPherson, professor of finance. 
sahad’ aa Southern Methodist is urging those 
who will enroll for the courses to do so 

before Sept. 1 and persons wishing to 
take the courses under the G.I. bill are 
| advised to complete registration before 
July 25. 


Elect 
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MD. DEPARTMENT CHANGE 
4 H. A. Joyce Retires; 
: Coppage Named 





re Hazelton A. Joyce, who for many 
years has been deputy insurance com- 
e- missioner of Maryland, has decided to 
retire as of July 31. Mr. Joyce will be 
1e on vacation until that date, and John H 
Coppage has been appointed acting dep- 

|. uty commissioner effective July 1. 
Mr. Coppage has been with the de- 
-O partment 30 years, and has been chief 


examiner of insurance companies for the 
past 10 years. 

Walter Robinson, insurance superin- 
tendent of Ohio, and Mr. Joyce began 
- their careers with their respective in- 


$s surance departments in January, 1910, so 
' they share the distinction of being dean 
$s of those in the state insurance super- 


visory ranks. Prior to entering the 
service of the Maryland department, 
Mr. Joyce practiced law at Baltimore in 
the firm of Willis, Homer, France & 
Smith from 1901. 


Former Md. Chief Examiner 


When Emerson C. Harrington (later 
becoming governor of Maryland) was 
appointed insurance commissioner by 
the then Governor Crowthers, he 
brought Mr. Joyce into the Maryland 
department as chief examiner. Mr. Har- 
tington was Mrs. Joyce’s uncle. Mr. 
Joyce served as chief examiner from 
1910 until 1920. At that time at the in- 
Vitation of then President John R. 
Bland of U. S. F. & G., he became super- 
intendent of claims of that company and 
remained in that position until 1925. 
Then he returned to the Maryland de- 
partment as deputy commissioner at the 
invitation of then Commissioner Carvill 
Benson succeeding the late Wilson L. 
Coudon. 





Pacific Mutual Makes 
Three Group Field Shifts 


Pacific Mutual has appointed James 
B. O’Toole as regional group manager 
at Philadelphia, Joseph J. Stall as assist- 
ant group manager at Los Angeles, 
and James R. Workman as manager at 
Seattle. 

Mr. O’Toole has been manager of the 
Newark group office. He _ will have 
supervision of group service in the 
Philadelphia, Newark, Atlanta, and 
Washington territories. He has been 


with Pacific Mutual two years and be- 
fore that was with John Hancock for 
seven years in Baltimore, Worcester, 
and New York City. 

Mr. Stall has been promoted from 
manager at Seattle. Mr. Workman has 
been at the San Francisco group office. 





Teeter Wyo. President 


Waldo W. Teeter, Equitable Society, 
was elected president of the Wyoming 
State Life Underwriters Assn. at the 
meeting at Casper. 

Other officers are H. Kenneth Craw, 


Pe 
Lincoln National, Cheyenne, 1st vice- 
president; Ralph Bleckledge, Equitable 


Society, 2nd vice-president; J. 
Schuetz, Midwest Life, secretary-treas- 
urer. 

Speakers at the sales congress were 
William O. Adams, Security Life & Ac- 
cident, Denver; Martin Robinette, Bene- 
ficial Life, Salt Lake City; Harmon 
Davis, Prudential, Cheyenne; John 
Hartley, Massachusetts Mutual, Denver. 


L. Blaine Carr and Robert J. Horton 
have been promoted to division man- 
agers at St. Louis for Prudential. 





























Notice any pesenblance 7 


Maybe you can teli by looking at these three men that 
they are a father and his two sons. But the resemblance 
goes much deeper than physical appearance. You can 
trace it in the work they do—in their ideals and accom- 
plishments. Because the Smithers of New Orleans—Jim, 
Sr., Jim, Jr., and Charles Smither—are another famous 
Union Central father-son group. 

James Smither, Sr., known as “Uncle Jim,” became a 
Union Central General Agent 38 years ago. It didn’t 
take him long to make his mark—not only with The 
Union Central—but as a civic leader and as a family 
man. No wonder sons Jim and Charlie planned, at an 
early age, to follow in their father’s footsteps. 

As Jim, Jr., puts it: 

“Even as a boy I was aware of the fine work Dad was 
doing. His sense of satisfaction and happiness was re- 
flected in our home—in our every day living. I chose the 
only kind of work that could give me that same feeling 
of accomplishment—Life Insurance.” 

And says Charles: 

“Life Insurance is a career of service that a man can 


be proud to follow. And a Company like Union Central 
makes it possible for a man to do his best for others— 
and for himself—in this ever expanding field.” 

You can count on it—Union Central is the type of 
organization that’s right behind its agents every step of 
the way. Excellent sales tools are always available. The 
Union Central Life Insurance Company has a wide 
variety of insurance plans and policies to meet every 
life insurance need from birth to age 70. What’s more, 
Union Central provides a liberal retirement and pension 
arrangement for its agents to make their own future 
doubly secure! 


een RTE 


The Union Central 
Life Insurance 





Company 


CINCINNATI, OHIO 











Great-West Life 
Rates Diabetics 
on Duration Basis 


Great-West Life has adopted a new 
underwriting procedure for rating and 
classifying diabetics according to the 
duration of the disease and the type of 
insurance plan. This will result in sub- 
stantially lower rates to those who 
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have been suffering from the disease for 
five years or less. Previously the prac- 
tice of the company was to charge a flat 
rate regardless of the duration of the 
disease. The underwriting department 
believes that the new method will en- 
able a larger number of diabetics to af- 
ford life insurance. 

The company has extended to dia- 
betics for the first time level term riders, 
family protection riders and certain 
regular term plans. The new rates and 
procedure are available to those be- 
tween ages 25 and 60 inclusive. En- 












WANTED 





CHIEF A&H 
UNDERWRITER 


(ADMINISTRATIVE CAPACITY) 


to earn up to 


$10,000 


per year 





All Replies Confidential 


Bankers Life S Casualty Company 


LAWRENCE AVENUE AT KENNETH CHICAGO 30, ILLINOIS 


FieNATIONAL UNDERWRITER 


dowment plans of less than 29 years 
duration and most pension plans are in- 
cluded in the new rating procedure. 


Cut Misidentified 











J. R. Carnochan Robert C. Russ 


In the account of Union Mutual Life’s 
convention the cut of Vice-president 
John R. Carnochan was incorrectly iden- 
tified as that of R. C. Russ, director of 
agencies. They are shown above cor- 
rectly identified. 


Niles on ECA Team 


Vice-president Henry E. Niles of 
Baltimore Life has been appointed a 
member of a five-man advisory team to 
assist the ECA in western Germany 
as part of the American govenrnment’s 
current program to improve industrial 
management, production, and living 
standards in Europe. He left for Europe 
this week. 


Smith, Herz Advanced 


Reserve Life has appointed Holly 
Smith sales director of the A. & H. 
division and ‘Robert T. Herz director 
of public information. Mr. Smith for- 
merly was Pacific Coast regional man- 
ager. 














Tells of Excessive 
Polio Medical Fees 


How a small percentage of doc- 
tors is taking advantage of polio in- 
surance policies to submit bills for 
as high as $1,700 is recounted in an 
article this week in the Chicago 
Daily News. It cites Continental 
Casualty figures indicating that 
about 5% of doctors involved in 
polio claims are doing this exces- 
sive charging. The scale followed by 
most doctors, according to Con- 
tinental Casualty, is $10 per hospital 
visit, $5 per home call, and $3.50 
per office call. 














LIFE SALESMEN EXPERIENCED IN 


PROVEN PLAN with adequate supply of leads in practically all 
states except New England. Leads furnished without cost. Men 
now selling 90%, of leads, with $4,000 average policy per sale. 


Only men with valid life insurance licenses and unquestioned 
reputation for integrity will be considered. 


This is a permanent selling 
regular agency activities, and not just a temporary cam- 
aign. Men accepted will be given protected territory, 
igh commissions. Those who qualify will be entitled to 


vested renewals. 


Aggressive life company, operating on national 
basis, and maintaining high standards of agency 


and selling practices. 


ACT NOW. All inquiries confidential. Write, 


giving full details of experience. 


lan, coordinated with our 


@ CONVERSION 
@ UP-GRADING 
@ AND LOADING 


Box G-20, National Underwriter 
175 W. Jackson Blvd., Chicago 














SALES TO MILITARY too 
“Who's Been Hurt?“ Tia 
Is Key to Curb on 

A fev 


Unlicensed Agents 3 i« 


WASHINGTON — The status and benefit 
regulations surrounding sale of insur. alerted 
ance, particularly life, to military per- check cc 
sonnel at army, navy and air force forts, weak sp 
bases, camps and other installations is with s' 
under study by the staff of J. Thomas stories | 
Schneider, an assistant on personnel danger 
matters to the Secretary of Defense, gestions 

Pending a report on this study, Mr, reducing 
Schneider has no fixed views regard-) The S 
ing this problem; nor has he any idea) brought 
when settlement will be arrived at, fol-) form, 25 
lowing his recent conference with a includes 
National Assn. of Insurance Commis-\ cover. } 
sioners committee headed by Illinois) carrying 
Director Day. Meanwhile, the present) mercial 
system will continue. }tion bon 

Apparently future action will hinge| curities 
largely on the question of ‘who has} individuz 
been hurt?” by the present policy of) forgery, 
permitting an agent who is licensed in agents é 
any state to sell at military establish-} 
ments. Mr. Schneider emphasized this) The 2 
point particularly. Evidence of difficulties|honest ¢ 
that weak companies got into from)soliciting 
soliciting too much military business|three sp 
will apparently be necessary if the De-jcluding | 
fense Department is to alter its present jployes of 

ito 





B 





attitude. { oss 

‘beneficiar 

' ” licies thre 

2nd Lincoln Nat'l] — ,«'. 
‘sibility, 

Meet Attracts 200 ‘pong 

Jegally li: 

More than 200 Lincoln National Life™ The de 


agents attended the second 1951 sales/cludes an 
congress, held at Los Angeles. The icing ag 
program was patterned after that of the make, cl« 
eastern convention at Bretton’ Woods, or manag 
N. H., reported in the June 22 issue, Covera: 

President A. J. McAndless was the ‘sured prc 
first convention speaker, discussing com-jof a ge 
pany management policies. Others from @gent, an 
the home office on the program were Office and 
Cecil F. Cross, vice-president and di- Coverage 


rector of agencies; H. J. Schaffer, 2nd after ter 
vice-president and manager of agencies; With emp 
H. L. Rietz, 2nd vice-president; G. M. excluded 


Bryce, secretary; C. R. Ashman, admin- |¢lass lim 
istration manager and group department |the bond 
actuary; Dr. L. Warren, director of | Bonds 
the Lincoln National Life Foundation, /12,500, $ 
and W. T. Plogsterth, director of field [525,000 ot 
service. ‘The bond 
In addition, talks were made by E. H. "d the r 
Cosman, general agent at Billings; L. C, sured mu 
Mascotte, Fort Wayne, Ind., the com- A $70,( 
pany’s agent of the year; Walter G. midwest | 
Gastil, manager at Los Angeles for uditor p 
Connecticut Mutual Life, and Forrest ems, ar 
J. Curry, general agent at San Francisco /a"s thr 
for Penn Mutual. —_ 44 a1 
Mr. Cross presided at the banquet, 2 ashe 
attended by more than 450 persons, in- i reine 
cluding families of many of the agents. gene 
He paid honor to agents qualifying for ire _ 
Lincoln National’s various clubs for ie 8 | 
leading producers. President McAnd- Then ire 
less praised the wives for the part they A me dite 
play in the success of their husbands. ae 
The banquet was followed by a dance. es 


to mail 
Review Annual A.&H. Meet 


forged the 
amounts r 
Highlights of the annual meeting at He dep 
Dallas of International Assn. of A. & H. Counts he 
Underwriters were given at a meeting ‘A routine 
of the San Antonio association by O. D. 8 of $1 
Harlan and Francis Sullivan and A. W. Batton. 
Cantwell of American Hospital & Life. | Fraternz 
C. B. Brussells, president, urged at- fYstem an 
tendance at the two-week & H. 
course to be held at Purdue University. 
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Doctor Los Angeles Speaker 


Dr. J. M. de los ‘Reyes, physician and 
surgeon, spoke before the A. & H. Un- 
derwriters Assn. of Los Angeles on 
“Socialized Medicine.” 

William E. Lebby, state manager for 
Massachusetts Indemnity, reported on 
the Dallas convention of the Interna- 
tional association. 
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Losses Point to Spots of 
urt?" Largest Dishonesty Danger 


On By KENNETH O. FORCE 


nts A few substantial fidelity losses sus- 
tained by life companies and fraternal 
tatus and benefit societies in recent years have 
of insur. alerted many such organizations to 
tary per- check controls and review operations for 
orce forts, weak spots. A discussion of the problem 
lations is with surety companies has elicited 
Thomas stories of losses that point up several 
personnel danger areas along with a few sug- 
Defense, gestions for strengthening controls and 
udy, Mr. reducing the possibility of loss. 
; regard. The Surety Assn, of America has just 
any idea brought out a_ special blanket bond 
d at, fol- form, 25-L for life companies. The form 
with a includes agents as part of the basic 
CCommis-, cover. Many life companies are still 
Illinois) carrying separate bonds or policies, com- 
. present, mercial blanket bonds or blanket posi- 
tion bonds, broad form money and se- 
ill hinge|curities (or possibly some restricted 
who has) individual policies for these hazards), 
volicy of| forgery, securities all risk, etc. 
ensed it) Agents Are Covered 


2stablish- ’ 
ized this) The 25-L extends coverage for dis- 


ifficulties;honest or fraudulent acts to general, 
to from soliciting, and servicing agents. These 
business three specifically are construed as in- 
the De- cluding the partners, officers and em- 
; present /ployes of such agents. Coverage extends 
to loss of funds of policyholders or 
beneficiaries under the company’s pol- 
icies through any dishonest or fraudu- 


| lent act of a soliciting agent, for which 
funds the company may assume respon- 
sibility, whether the company has a 
) pecuniary interest in the funds or is 





legally liable therefore. 

mal Life The definition of soliciting agent in- 
51 salescludes any broker under contract. Serv- 
2s. The icing agents are those authorized to 
at of the make, close, or service mortgage loans 
Woods, or manage real estate. 

22 issue, Coverage is extended for loss of in- 
was the sured property while within the offices 
ing com-jof a general, soliciting or servicing 
ers from jagent, and this extension applies to the 
m were Office and equipment section of the bond. 
and di- (Coverage of agents is extended 30 days 
fer, 2nd jafter termination of employment, as 
gencies; jwith employes. A class of agent may be 
: xcluded and the amount of cover on a 


them for payment in installments to 
fictitious beneficiaries at fictitious ad- 
dresses. The installments were inter- 
cepted in the mail room. The checks 
were used for the purchase of automo- 
biles which were later sold. The loss 
was cut to about $25,000 through resti- 
tution. 


An agent of an industrial company 
devised a scheme which resulted in a 
$40,000 loss. He went to clients and 
told them his company was bringing out 
a -brand new contract and they should 
turn over their old policies to him. He 
would replace them with the new ones. 
He gathered up about 200 policies. 

He then made a deal with an under- 
taker for the latter to call him the next 
time he had an unclaimed body. The 
agent then selected a policy belonging 
to a policyholder whose description tal- 
lied generally with that of the dead per- 
son. The two arranged with a doctor to 
sign a fake death certificate. The agent 
sent in the policy and received a check 
payable to the beneficiary, whose signa- 
ture he forged. A large part of the 


claims in this case fell against banks. 

This was in the south. In the east a 
phony death arrangement resulted in the 
loss of about $100,000 to another com- 
pany. 

The death claim type of embezzlement 
might be revealed, and in one case was 
revealed, by the appearance at the home 
office of too many death claims from 
one area. One suggestion of surety 
people is to have two persons from the 
insurance company office certify the fact 
of death. This might be the agent and 
one other, and the one other could be 
different each time. The life company 
might insist on receipt of a clipping 
from a newspaper. Peculiarly enough, 
a clipping from a newspaper is difficult 
to forge in a way to make it look gen- 
uine. 


Industrial Experience Poor 


The industrial companies generally 
have not had too good a fidelity experi- 
ence on agents. The turnover is rapid, 
and the standards for such personnel in 
some insurers are not as high as in 
others. In some cases the industrial 
company is reluctant to fire or reject a 
doubtful risk. Some insurers investigate 
their own personnel in addition to secur- 
ing such an investigation from a surety 


company. Sureties have given up bonds 
on some companies because the experi- 
ence continued bad. 

Sureties generally become nervous 
when loss frequency rises, when losses 
are occurring at widely scattered points, 
and when their recommendations for re- 
ducing losses are not followed through 
pretty vigorously by the bonded com- 
pany. These things indicate there is 
something wrong with the system of 
control or its application. 


Losses Are Small 


Most industrial agent losses are not 
high, running usually from $200 to $400. 

At branch offices losses also are small, 
seldom above $500. This smallness 
itself suggests that most life insurers 
and fraternals have good control sys- 
tems. The loss does not become large 
before it is discovered. Sureties point 
out, however, that when frequency in- 
creases, the chance of getting hit by a 
very large loss also grows. Sureties 
judge frequency by comparison with 
experience in companies of similar size 
and exposure. 


For branch offices, periodic internal 
audits and duplicate deposit slips are 
regarded by sureties as good control 
procedure. The company can arrange 





AD COPY DUE... 


Mr. Printer, it’s time for us to write 
new ad copy and we're too busy. 
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class limited to an amount less than 
ithe bond but not less than $10,000. 
_ Bonds may be written for $10,000, 
12,500, $15,000, $17,500, $20,000 $22,500 
£2500 or any larger multiple of $5,000. 
he bond is not available to fraternals 
and the majority of the business of in- 
sured must consist of life insurance. 
A $70,000 loss was sustained by a 
midwest fraternal two years ago. The 
auditor put through false death benefit 
claims, and fraudulently secured policy 
loans through forged applications. He 
was 44 and had been with the concern 
26 years. He had developed a taste for 
palomino horses and expensive cars. 
He reinstated policies that had lapsed 
and continued to pay the premiums 
from his own pocket for about 90 days 
to make sure policies were not renewed. 
Then he submitted fake death claims. 
‘As auditor he approved the payment and 
a check was drawn and given to him 
to mail to the beneficiary. He then 
forged the name of the beneficiary. The 
amounts ranged around $1,400 or $1,500. 
He deposited the checks in bank ac- 
counts he maintained in his home area. 
‘A routine office check disclosed a short- 


. #ge of $1,400 which led to an investi- 


ation. 
Fraternals operate through the lodge 


_ System and the local financial secretary 


s the insurance salesman. With lodges 
scattered all over the country, fraternals 
certainly are in need of good bond pro- 
itection. 


UDITOR TOOK $85,000 


Another loss of $85,000 involved a 
midwest life insurer. The embezzler 
was the auditor. He evolved a compli- 
cated system of reopening death claims 
that had been paid in full and marking 
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So just set up an ad, Mr. Printer, 
and say that we are just winding up 
the first half of our Golden Jubilee 
year... counting up record-breaking 
results for the first six months... 
making plans for a Golden Jubilee 
celebration to be held in Nashville 
next March and attended by some 
1,500 or 2,000 field men and wives 
. . . and getting ready for an even 
bigger record the last half of the 
year. 


Write it nice and pretty, Mr. Printer, 
and put it in the magazine. 


The NATIONAL LIFE 
and ACCIDENT 


Vrouranee CT a 
‘I 


INCORPORATED 
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in @ series of advertisements outlining advantages enjoyed 
NUMBER THREE by field underwriters of the Equitable Life of lowa 


EQUIPPED FOR 


SUCCESS 


I ield associates of the Equitable Life of 
lowa are equipped for success. A direct mail 
system and a constructively developed range of pro- 
motional material provide effective pre-approach 
and prospecting assistance. Selling aids in the form 
of sales literature and proposal forms are available 
for point of sale use, while many and varied are the 
good-will and prestige-building items supplied for 
follow-up purposes. Of major importance among all 
Equitable of lowa sales aids is the KEY TO 
SECURITY service, a comprehensive programming 
plan of amazing effectiveness. _ 


_ HOUTA LI 


Life Insurance Company 
OF IOWA 


FOUNDED IN 1867 IN DES MOINES 























complete personal protection plans ARE specific — more 
specific; in sales appeal and in coverage. One reason— 
they include ACCIDENT & SICKNESS DISABILITY INCOME. 


Murtuctl 


LIFE INSURANCE COMPANY 


HOME OFFICE—LOS ANGELES, CALIF. 
Doing business only through General Agencies 
located in 40 states and the District of Columbia 

















for the branch office’s bank to send a 
a deposit slip to the home of- 
ce. 

Some organizations may still provide 
agents with enough authority to do 
what one agent in a southwestern state 
did. The town was small and the agent 
had in his possession a number of small 
policies of his clients. He made out 
loan applications and mailed them to 
the company’s home office with policies 
attached. Checks for the loans were 
sent back, on which he forged endorse- 
ments. He deposited them to his own 
account. The total loss was approxi- 
mately $40,000. 

The life company recovered about 
80% from the bank through which the 
checks had cleared. The bank had a 
$25,000 bond but without a _ forgery 
clause. Directors of the bank had to 
make up a large share of the loss. A 
larger, corresponding bank in another 
city put up part. It probably is rather 
unusual for an agent to have very many 
policies in his possession under circum- 
stances that would permit this. 


Fraternals Under-bonded 


As a class, surety men say, fraternals 
are under-bonded. The amount of bonds 
are low and too often are not blanket 
in character. It is hard to say whether 
life companies are underinsured or not 
because there is no standard to apply. 
But not all of the losses that have 
occurred in life companies have been 
covered by the bond they carried. 

However, so far as is known, no 
company has had a real catastrophe 
loss, such as occurred at the ‘Syracuse 
(N. Y.) Trust Co. not long ago—$2,- 
400,000. That loss resulted in a number 
of inquiries from banks. One bank 
sought an increase in bond from $25,000 
to $500,000 and retroactivity to 1946, and 
several banks increased amounts of their 
bonds. As a class, the banks have been 
increasing amounts of bonds for the past 
five years. 

The $77,000 loss to the fraternal in 
the midwest was covered by a $10,000 
bond but fortuantely the organization 
also had a $25,000 forgery bond. There 
was also some recovery from _ banks. 
However, the loss fell in the under- 
insured category. One life company 
carries a $1 million bond. It is a large 
company, but not one of the giants. 
Some large companies carry as high as 
$500,000. Yet some of the larger bank- 
ing institutions carry as much as $5 
million. 


Should Buy for Catastrophe 


Surety people would like to see life 
companies and fraternals buy a bond 
against the kind of loss that would real- 
ly hurt them if it were substantially 
under-bonded or bonded not at all. The 
system of controls needs to be as good 
as it can be, but beyond that there is 
always an element of risk, and it is this 
risk the surety shoulders. However, 
life company and fraternal management 
cannot be criticized if they have taken 
reasonable precautions on the control 
side and purchased an amount of bond 
that will prevent the organizations from 
being seriously crippled. A $500,000 to 
$1 million loss in a small company that 
carried a $5,000-$25,000 bond certainly 
could result in serious criticism of man- 
agement. 

Losses now are piling up which will 
be discovered next year, three years 
from now or 10 years ahead. 


Time Element Important 


The average time in which defalca- 
tions occur before discovery is more 
than three years. Yet often organiza- 
tions, including insurers, will buy a 
$5,000 bond on a branch office ne es 
approximately $5,000 is kept in the bank 


for the branch’s uses. The time factor 
is disregarded, though the employe may 
continue to tap the till without discov- 
ery for several years, building the loss 
to substantial proportions. 

Life companies and fraternals nat- 
urally want to avoid losses from dis- 
honesty because of the trustee nature of 
their operations. But in addition to that 
there is always a hidden loss cost to 
insured when an embezzlement occurs, 
This is the time of employes taken to! 
investigate and straighten out the mat-) 
ter and the disturbance that occurs) 
among all employes who know about) 
the loss. The surety can measure its” 
loss pretty exactly, but beyond that) 
the employer has a cost he cannot in- 
sure. 





Stratton to Ohio Nat'l 

Ohio National 
Life has appointed 
S. L. Stratton, Jr., 
as general agent in 
Long Beach, Cal. 
Mr. Stratton has 
had_ considerable 
experience in insur- 
ance as a personal 
producer, sales su- 
pervisor, and train- 
ing director. 
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S. L. Stratton 





ASSISTANT LIFE 
ACTUARY 


This is an excellent position 
with a top flight company, 
working under the chief ac- 
tuary on special assignments. 
Prefer member of the Actu- 


FERGASON PERSONNEL 
330 S. Wells Street, Chicago 6, Illinois 
HArrison 7-9040 
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CHECK THESE SPECIFICATIONS 
V1. Accidental Bodily Injury Insuring Clause. 
V2. "His Occupation” Definition of Total 
Disability. 
Vv Non-aggregate coverage for as long as [ff 
120 months or to age 65—House con- | 
finement never required. 5 
Lifetime Accident if desired. 
. Waiver of Premium after 90 days. 
Liberal Hospital and Surgical Benefits 
on an optional basis. 


. Policies Guaranteed by one of America's 
oldest and largest Accident & Health 
writing companies. 


plus an outstanding 


pre-approach plan 
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e Brokerage Business Invited 


PROVIDENT LIFE AND ACCIDENT | 





CSUN CE OPEL 





Good Fishing 
Or. Joho Q. Smith 
Chicago, illinois 
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Practically all companies use _ pre- 
mium history cards as a standard type 
of record. Consequently, there was 
at queue much interest at the annual convention 
teen of the Insurance Accounting & Statisti- 
ps mat.| ©! Assn. in Chicago recently in a 
at occurs} 2@Per presented by H. J. George, as- 
iow aboull sistant actuary of National Life of Ver- 
seamen its mont, for that company has for more 
yond that) than half a century dispensed with the 
cannot ind of such cards. _ : 

As Mr. George pointed out, this pe- 
‘riod was one in which the entire pattern 
of the insurance world changed, often 
suddenly. It included major wars, de- 
pressions and a complete economic cy- 
cle. But in spite of this, the system 
has proved entirely satisfactory through- 
out the period and has withstood such 
severe tests as a bank moratorium with- 
out strain. Under the system followed, 
it is possible with considerable effort to 
reconstruct a history card, which might 
* become necessary in the event of a law- 
‘) suit, but it has been found necessary 
| only about once every 10 years. 
!' Mr. George said that he believes there 
') are no special conditions in his company 
|, or peculiar to its mode of operation or 
t type of business that make the system 
it uses uniquely applicable to only one 
‘company. However, he set forth the 
details of the National’s system to let 
his hearers judge for themselves. 


500,000 Premiums a Year 


The company collects premiums on 
about 250,000 ordinary and annuity con- 
tracts annually and many of them are 
semi-annual, quarterly and monthly, so 
there are about half a million collections 
a year. Notices and receipts are pre- 
pared at the home office and the col- 
lections are made through general agen- 
cy offices located in almost every state 
inthe union. The total commission is 
paid to the general agent, who pays the 

solociting agent himself. 

The major purpose of posting to a 
premium history card is to provide a 
convenient record of premium payments 
INEL | so that correspondence, changes or can- 

| cellations under the various policies are 
facilitated. It has been National’s ex- 
perience that for purposes of corre- 
spondence, changes in the policies, and 
the like, the information that is actually 
used by the person handling it is not 
the dates of payment of the individual 
premiums under the policy but rather 
only one fact, namely, the date to which 
premiums under the policy have been 
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Premium History Cards Unessential, 
National of Vt.’s 50-Year Experience Shows 


is, the “paid-to” date of the policy, con- 
veniently. 
Depends on Pre-Education 


The success of any system of dispens- 
ing with posted premium cards depends 
largely on the educational campaign 
that precedes its introduction, said Mr. 
George. 

“Everyone knows how convenient it is 
to be able to see in black and white 
when the premiums were paid and in 
what amount,” he said. “More mental 
agility is required, however, to determine 
the minimum information actually nec- 
essary and plan how to utilize it in all 
the situations which may occur. The 
educational program should dispose of 
all the specific objections, but it will 
still leave a residue of anxiety. As time 
goes on, however, this uneasiness will 
disappear and experience will prove that 
except for a very rare lawsuit you can 
carry on quite well with the ‘paid-to’ 
date instead of a posted premium 
record.” 





Prudential Names Ohio 
Professor as Economist 


Prudential has appointed Gordon W. 
McKinley as senior research economist. 
He has been at Ohio State University 
as assistant professor in the commerce 
school. He has been on the Ohio State 
faculty since 1945 and before that was 
on the teaching staff of Lehigh Uni- 
versity. 

Mr. McKinley is an alumnus of Mc- 
Master University, Hamilton, Ont., 
and received his Ph. D. degree from 
Ohio State. He is navy veteran. 





Raises Retention Limits 


Great-West Life has announced new 
and higher limits of retention. Basic 
limit for standard participating busi- 
ness, ages 20-50, has been increased 
from $100,000 to $125,000, and increases 
ranging from 25% to 50% have been 
made for most ages and substandard 
classes. 





200 at Madison Agency Opening 


Kenneth C. Foster, 2nd _vice-presi- 
dent, and Robert J. Murphy, area 
superintendent of agencies, attended 
the formal opening of Prudential’s 
expanded agency at Madison, Wis. A 
reception was attended by about 200 





Wins Trophy Four Times in a Row 





On behalf of the 
New Orleans agency 
of Pan-American Life, 
Miss B. B. Macfar- 
lane, supervisor, re- 
ceives the president’s 
honorary award tro- 
phy which the agency 
won in_ president’s 
month. Making the 
presentation is Presi- 
dent Crawford H. ~ 
Ellis, left. Others in 
the picture are Ex- 
ecutive Vice-presi- 
dent Edward G. Sim- 
mons and Dr. Marion 
Souchon, vice-presi- * 
dent and medical di- 
rector (right). The 
agency is headed by 
Miss Macfarlane, 
supervisor, and Fish- 
er E. Simmons, Jr., assistant supervisor. 
the agency won the trophy. 








It was the fourth consecutive year that 
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Wodrich to Central, Iowa 


Fred Wodrich has been appointed 
general agent at Cedar Rapids, Ia., for 
Central Life of Iowa succeeding Paul 
Palmer, resigned. 

Mr. Wodrich formerly was with Na- 
tional Life of Vermont there. 





William D. Landon, retired Jerseyville, 
Ill, farmer, on his recent 96th birth- 
day collected $1,000 from Illinois Bank- 
ers Life under a policy he has had with 
the company since 1900. 





Robert Merriman, consulting actuary 
of Scranton and president of the former 
Scranton Life, and Mrs. Merriman, an- 
nounce the engagement of their daugh- 
ter, Eleanor L. Merriman, to John L. 
Taylor, son of John G. Taylor of Clarks 


Green, Pa. Miss Merriman is a grad- 
uate of University of Michigan and _ is 
in the actuarial department of Security 
Mutual Life of Binghamton. Mr. Taylor 
is flight purser with Trans-World Air 
Lines, international division. 





Herbert E. Evans, vice-president-per- 
sonnel of the Farm Bureau companies, 
has been named to the additional post 
of vice-president and general manager 
of Peoples Broadcasting Corp. The cor- 
poration is owned by Farm Bureau and 
Operates radio stations at Worthing- 
ton, O., and Washington, D. C. 





Prudential has appointed Donald F. 
Jabas manager at Appleton, Wis., to 
succeed Garvey, who is return- 
ing to personal production. Mr. Jabas 
joined Prudential last year. 
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COMMENT 


PERSONAL SIDE 


OF THE BUSINESS 





The Actuary as a Public Figure 


The suggestion of John R. Larus, 
vice-president and actuary of Phoenix 
Mutual and vice-president of Society of 
Actuaries, that actuaries offer their serv- 
ices to their communities wherever pos- 
sible certainly a sound one. Mr. 
Larus, who was addressing South- 
eastern Actuaries Club, made the point 
that expansion of pension and security 
plans for public employes calls for civic 
alertness on the part of actuaries to de- 
termine that these plans are set up 
soundly, so that they will work in the 
public interest. His advice to actuaries 
was: “Make it known that your serv- 
ices as a consultant for worthwhile pub- 
lic projects is available, and you will be 
called upon.” 


is 


The spread of security plans for pub- 
lic employes even in the smaller com- 
munities, has made municipal govern- 
ment a much more complex affair than 
before. There are many municipalities 
which do not have the funds to pay for 
competent advice on these plans. There 
are tax allocation programs, budgetary 
problems and public projects on which 
the insurance-trained mathematician and 
statistician can be of immeasurable help 
to the community in which he lives. Not 
only will the actuary who lends his 
services to such projects insure that his 
local government is more efficient, but 
he will enhance the public appreciation 
of life insurance and of the actuarial pro- 
fession. 


A Good Time to Do Some Firing 


This is a good time to fire people, 
as well as hire them. 

Management's philosophy, by and 
large, is generous and hopeful when it 
is concerned with those policies and 
plans that involve personnel. It is so 
thoroughly positive that there is hardly 
room in it for so negative an item as 
“Get rid of J. Y. B.” 

In selecting new employes, in de- 
vising schemes for employe develop- 
ment, in seasoning and moving along 
key men, management has at heart its 
ambitions for the future of the organi- 
zation. Discharging an employe, espe- 
cially one in a key post, is a tough job. 
Everyone has now pretty much given 
up on J. Y. B. Yet some of the hopes 
of management, for itself and the com- 
pany, have at one time rested on this 
individual. 

It is only humanitarian to fire a mis- 
fit in plush times, when it is easy for 
him to get something else. Who knows, 
he may catch on, now that he has to 
make a change, and do far better than 
he has. If management waits until jobs 
are scarce, simply because it was re- 
luctant to do what it knew inevitably 
it must do sometime, the score stands 
against management. 

The man who must do the firing but 
does not, in good times can assuage 
conscience twinges he feels in the region 
of his responsibility to his firm. Men 


Seeking Weaknesses 


One never makes progress by point- 
ing out and emphasizing the weak- 
nesses and faults of other people. It is 
very easy to discover shortcomings. 
While one is engaged in this sort of 


are hard to get; after all, J. Y. B. is 
of some use and where would we go 
to replace him; anyway, it is no trouble 
for the company to carry him in days 
of plenty of business. And, of course, 
no one likes to fire anybody. 

For the man and the organization 
it would be far better to fire him. The 
severence should be planned. Have a 
practical program for redistributing his 
work. Get someone else to do it, if that 
is necessary. Then the employe to be 
discharged has ample time to look 
around. The date of severance should 
be fixed and firmly maintained. The 
explanation can be _ reasonable and 
friendly—his future with the firm is 
limited, it is not fair to him or the firm 
not to say so, he can have two months 
to look around. 

A disaffected person exerts a very 
negative influence on other employes 
in an organization. The presence of 
several persons who aren’t going any- 
where, who are not making at least 
the routine advances, is bad for the 
entire staff. They constitute one of the 
really serious hidden taxes on company 
effort and progress. 

Beyond more immediate considera- 
tions, there is the really satisfying 
thought that both the firm and the man 
were treated with maximum possible 
fairness, which could add to the comfort 
with which each sleeps thereafter. 


in Others 


diversion, many chances for advance- 
ment escape him. Petty pecking at 
others in attempting to seek deficiencies 
also destroys the team spirit that a 
progressive organization must have. 


Edwin H. Shepherd, Metropolitan 
Life, Paterson, N. J., who has made 
an outstanding first year record with 
Metropolitan Life, is taking the four 
week intermediate course at Purdue. 
During his first year in the business, 
which recently ended, he wrote $603,000 
of ordinary, $1,500 of A. & H., and 
had an industrial increase of $60. He 
will also attend the advanced under- 
writing course starting Nov. 26. 

Harry N. Lyon, general agent for 
Fidelity Mutual Life in northern Cali- 
fornia, has been elected to the board 
of the Marines Memorial Assn. 


Lewis W. Douglas, chairman of Mu- 
tual Life, has been elected a director 
of International Nickel Co. of Canada. 


Dr. Clyde J. Crobaugh, University of 
Tennessee, will spend a ‘month at the 
home office of Northwestern Mutual 
Life studying actuarial techniques under 
a fellowship awarded through American 
Assn. of University Teachers of In- 


surance, 
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Not Keen for Smaller DBL Cases 


Some of the life company group men 
in the New York area are disgruntled 
with home office lack of interest in the 
small-case disability benefits business. 
The casualty companies have been much 
more competitive for this business rate- 
wise. They wrote the bulk of it last 
year and are taking more from the life 
companies on first renewals. The life 
companies did, of course, go after the 
big stuff and had no trouble in getting 
most of that business. 

Some of the life company group men 
trying to develop business say that this 
feeling has gotten out among the agency 
ferce. The producers think life com- 
panies aren’t interested in the smaller 
cases and so they haven’t been putting 
much effort into writing it or placing it 
with the life companies. 





Agency Standing Changes 


Those home office agency department 
bulletins that go out to the field every 
month will probably show a lot of 
changes in the ranking of agencies for 
the next few months wherever they use 
comparisons with the same month of a 
year ago. 

Last summer agencies situated near 
big armed service establishments such 
as Washington, did a boom business. 
Many of them for the first time took 
over top place in the company stand- 
ings giving their general agents the 
first chance for the laugh on their col- 
leagues in other big towns, who usually 
run off with all the volume honors. 


Watching Summer Lapses 


Some agencies intend to keep a spe- 
cial eye on term renewals this year 
especially on business issued following 
the start of the Korean war in June, 
1950. 

There is no denying that much of that 
business was bought on a war clause 
scare basis and agencies don’t want to 





Arthur A. Dunn, in charge of the 
Boston group office for State Mutual 
Life, has returned to the company after 
three months’ duty with the navy in 
which he is a reserve commander. 


Ralph W. Smith, Jr., manager of the 
ordinary department of Unity Mutual 

. & A., was married to Miss Sally 
Watson of Pasadena at a ceremony at 
Los Angeles. Mr. Smith’s father is 
president of the company. 


Alan D. Rosenthal, manager for 
Guardian Life at Chicago, was host to 
six agents and their wives at a two-day 
outing at Beaver Lake, Wis. 


Frank L. Harrington, president of 
Massachusetts Protective and Paul Re- 
vere Life, has been elected as director 
of the Hahnemann Hospital, Worcester, 
Mass. 


Richard N. Ford, assistant director of 
the company relations division of L.I, 
A.M.A., recently has completed 25 years’ 
service with the association. 
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lose the business now. 

Underwriters were, of course, pretty 
strict on issuing term business last year 
to men of younger ages and so the prob- 
lem may not be too serious. But the 
truce talk plus the apparent slow-down 
in reserve mobilization may encourage 
some insured to lapse. However, the 
situation hasn’t improved that much 
over last year and inexpensive term in- 
surance isn’t a bad hedge for any young 
man these days, would-be lapsers will 
be told. 





Prospects on a Business Basis 


You often hear the comment “Gee, © 


I wish I had as many contacts as Joe 
Blow and I’d be as big a producer as 
he is if not bigger. Why, he’s lived in 
this town all his life and has got every- 
body sewed up.” 

William A. Hazlett has never put 
any stock in this sort of talk. He sat 


behind a desk for a big steel company | 


in his native Pittsburgh for 18 years, 
but all that time he was interested in 
making a break from his four-walled 


prison and becoming a life insurance | 


man. He finally worked up enough 
courage to take the plunge, but he 
didn’t like the idea of going back over 
his lifetime acquaintances. He figured 
he would rather start afresh in a town 
where he was known only as an insur- 
ance man. 

Mr. Hazlett did just that. He joined 
the Jamison & Phelps agency of North- 
western Mutual in Chicago two and 
one-half years ago. He was starting 
out absolutely cold, new in the business 
and new to the town, but he began 
prospecting on a business basis rather 
than on an old-friend basis. Last year 
in his second year in the business he 
wrote $850,000 worth of life insurance 
and this year he is positive that he will 
exceed $1 million. 

Bill feels that he offers the kind of 
necessity that proves itself and he does 
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Mutual J R. Herman Dies; 
lya ter - 3 
‘avy iti Metropolitan Life 
of the 
vi tl Secretary Was 52 
iy James 'R. Herman, secretary of Met- 
mB ath ropolitan Life since 1945, died at his 
er Wi home jin Ridge- 
' wood, N. J., while 
er for) convalescing from 


host to) a major operation. 
wo-day' Mr. Herman was 
‘born in Edwards- 

7 off Ville, Pa., gradu- 
1 Re. 2teé summa cum 
al 'Jaude from Buck- 
Hrector) nell University, 
cester,) ond taught high 
school at Ridge- 
' wood, N. J., be- 
fore joining Metro- 
politan in 1920 to 
'do research in the 
' actuarial division. 
| After various advancements, he became 
\ assistant actuary in 1927 and, in 1939, 
associate actuary. He was a veteran of 
the first world war. Mr. Herman was 
a member of the board of governors of 
- ‘the Society of Actuaries and chairman 
‘of its advisory committee on education 


ctor of 
of LI 
years’ 





J. R. Herman 








pretty and examination procedure. 

t year, _He was keenly interested in the Home 
prob- Office Veterans, the organization of 
ut the some 6,000 Metropolitan active and re- 
-down tired office employes with 20 years or 
yurage more of company service, and at the 
r, the time of his death was president of the 
much home office group. 

m in- 

young 


_ Jj. M. HARRISON, district manager 
tat Waycross, Ga., for Independent Life 
"& Accident of Jacksonville, died on his 
59th birthday. He had been district 
J ‘manager at Waycross for five years. 























“Gee, WILLIAM W. FULLER, retired gen- 
Ss Joe feral agent for Northwestern Mutual 
. Life at Fargo, N. D., died there. He 
-€r aS fjoined the company in 1906, became 
ed in {general agent in 1921 and retired in 
overy- 1929. 

DAVID C. WILLIAMS, 83, retired su- 
r put perintendent of Prudential, died at 
Lae 'Cocoa, Fla., where he had lived for 25 
€ sat | years. 
npany 
vears, 
ed in 
valled 
irance 
cue | June production of Republic National 
It N€ (Life was approximately $10 million, a 

over |new record for a month’s production. 
gured June is traditionally designated as ap- 

: preciation month honoring Theo. P. 
town |Beasley, president, whose birthday falls 
Insur- in June. ‘ 

A 20% plus over its objective has 
coined (been achieved by agents of Pacific Mu- 
orth tual Life in a nationwide spring sales 
Orth- }drive honoring its 37-year-old Big Tree 

and jLeaders’ Club. Amount of new personal 
irting life insurance applied for in June was 
¥ 24% over last year’s total for the same 
sIn€SS Fmonth. 
egan | Federal Life agents broke all records 
‘ather fe life and A. & H. sales during June, 
vear |Which was set aside to honor President 
% hs ‘L. D. Cavanaugh during his birth month. 
: |, lowa Life of the Iowa Farm Bureau 
ranc€ (Federation set a new sales record dur- 
> will jing June with $7 million of new busi- 
“hess, more than $500,000 over the record 
for any previous month. 
id of 
does 
Plan C.L.U. Study at L.A. 

Los Angeles C.L.U. chapter will open 
10 (classes in September for agents wishing 
DAY (Pffeparation for C.L.U. examinations on 
Ohio }Parts A, C, and D. The classes, under 

Vice: the auspices of the University of South- 
fourth §¢™ California, will be conducted one 
evening each week. Part A starts Sept. 
a: is part C, Sept. 19, and part D, Sept. 
street, ; pre 
E. H ‘ j 
Cummings Joins U. of N. C. 
™ee William Cummings, son of O. Sam 
ummings, manager for Kansas City 
1 Life at Dallas, has been appointed lec- 
ee turer in insurance at the University of 
acifie | North Carolina. He will be pinch-hit- 
tng for a time for Dan M. McGill, pro- 





XUM 


fessor of insurance, who has reported 
for duty as an air force major at Denver. 
When Mr. McGill returns, he and Mr. 
Cummings will expand the insurance 
facilities at the university. Mr. Cum- 
mings has been studying at the Univer- 
sity of Pennsylvania for three years and 
is finishing his Ph.D. dissertation. 


Signs Ill. Investment Bill 


Gov. Stevenson of Illinois has signed 
the bill described in last week’s issue 
permitting life companies to invest in 
capital stock and securities of qualified 
corporations if the corporation § has 
earned in any three of the preceding five 
fiscal years a sum for dividends “per 
share (with strict proportional adjust- 
ment for changes in capitalization)” 
equal in the aggregate to not less than 
12% of the price paid per share. This 
substitutes for the existing criteria based 
on par value or issued value. 


Prudential Shifts Managers 


Prudential has shifted several district 
managers in the New York metropolitan 
area. Frank F. Helfst has been moved 
from Elmhurst to Brooklyn No. 12. 
George J. Schneider goes from Wood- 
haven to Brooklyn No. 11. Anthony J. 
Siragusa transfers from New York No. 
19 to New York No. 5. Victor Lurie 





goes from New York No. 5 to New 
York No. 17. Alfred J. Langenstein has 
transferred from New York No. 1 to 
New York No. 19. New York No. 1 
and Woodhaven posts are still open. 





Houghton Is Promoted 


has 


Massachusetts Mutual named 
James T. Houghton, 
Jr., agency assistant. 
Mr. Houghton will 
arrange conventions, 


among other duties. 


Prior to joining 
the agency depart- 
ment of Massachu- 


setts Mutual 1948, he 
was in sales and pro- 
motion work in New 
York City. This past 
year he taught an 
evening course in J.T. Houghton, Jr. 
advertising and promotion at American 
International College. 


Rejoins Minn. Department 
Charles Richter has been appointed 
manager of the rating division of the 
Minnesota department. 
Mr. Richter was assistant manager of 
the rating division for two years prior to 
a five-month leave of absence. Before 











joining the department he spent 25 years 
in rate work with Hardware Mutual of 
Minnesota. 


Great-West Life Adopts 
New Agents’ Pension Plan 


A new contributory pension plan has 
become effective for field representatives 
of Great-West Life. The plan provides 
an annual future service pension credit 
of 144% of earnings. Agents will con- 
tinue to receive renewal commissions 
at retirement. A pension credit, for 
past service going back to 1926, is also 
included. 

For U. S. representatives, the benefits 
are integrated with social security. 


Consolidation Voted 


Consolidation of National Reserve 
Life of Topeka and its affiliate, Policy- 
holders National of Sioux Falls, S. D., 
described in the June 29 issue, was ap- 
proved at a stockholders’ meeting. The 
company will operate under the Na- 
tional Reserve name. 


Unity Mutual Life & Accident has ap- 
pointed Charles Green, Jr., assistant dis- 
trict manager at Stockton, Cal. and 
Heinz Bender assistant district manager 
at Oakland Cal. 












Worth-While Benefits 












Based on his production, the qualified Lincoln 
National representative is given Group life in- 
surance. He is also entitled to hospital and sur- 


gical expense coverage for himself and family. 


These worth-while benefits provide another 
reason for our proud claim that LIL 1s geared 


to help its field men. 
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The soundness, integrity and strength that has 
brought The Berkshire to its 100th Year will con- 
tinue to guide us in developing better and better 
plans for assisting our policyholders in accomplish- 
ing their important purposes through insurance. 
in addition to the complete line of modern LIFE | 


policies The Berkshire now offers very attractive 


LIFE, ANNUITIES, ACCIDENT & HEALTH AND HOSPITALIZATION 

















THE GREATEST FORWARD STEP IN COMPENSATING AGENTS 


The Automatic Increasing Remunerator Contract, 
purely incentive, gives the Agent 


IMMEDIATELY 
@ Basic Raise, commission rate at 20% more 
than customary commission contracts. 


PLUS 


e@ Automatic additional inc-eases of 8% — 16% — 24% in First Year Com- 
mission rate — payable automatically first of each month. 


TOGETHER WITH 


e Persistency Bonus, payable every three months 

e Lifetime Renewals, a permanently increasing income 
e Free Vacation, all expenses paid, each year 

@ Incentive Contests, liberal awards for all producers 
e@ Production Clubs, paying substantial cash bonuses 


Agents can easily DOUBLE their income for good production. 

With the A.I.R. Commission Contract—Outstanding Policies, we challenge com- 
parison. This unusual contract available in Michigan — Illinois — and Missouri 
— Write today for full details — Charles H. Davis, Supt. of Agencies. 
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An Old Line Mutual Legal Reserve Life Insurance Company 
Bringing More Commissions to Life Producers 
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N. Y. Life Names 
Four Managers 


New York Life has appointed Edwin 
D. McGwire manager in Arizona, Guy 
H. French manager in northern New 
Jersey, Jack Robinson manager at Wil- 
mington, Del., and L. Cleve Brown 
manager at Nashville. 

Mr. McGwire, former head of the 
northern New Jersey branch, replaces 
Mr. French, who becomes northern New 
Jersey manager. 

Mr. McGwire began as an agent in 
1928 and for five years was in Los An- 
geles. In 1939 he became an assistant 
manager in New York City. In 1941 he 
went to Youngstown, O., as manager. 
He has been northern New Jersey man- 
ager since 1943. 

Mr. French started with New York 
Life as a clerk at Kansas City in 1912, 
becoming an assistant manager there 
in 1920. He later became manager in 
Waterloo, Ia., South Dakota, and North 
Dakota. He has been Arizona manager 
since 1948. 


Sullivan to Military Service 


Mr. Robinson, formerly a_ leading 
New York Life agent at Denver, re- 
places at Wilmington John C. Sullivan 
who has gone into military service. 

Mr. Robinson qualified 27 times in as 
many years for one of the field produc- 
tion clubs and has written one or more 
applications a week for 1400 consecu- 
tive weeks. In 1950 he qualified for 
the Top Club Council. 

L. Cleve Brown, formerly associate 
manager at Nashville, replaces Roland 
B. Burch as manager at Nashville. Mr. 
Burch is retiring because of ill health. 

Mr. Brown has been with New York 
Life since 1938. He was an agent until 
1948, when he became assistant manager 
at Montgomery, Ala. As an agent he 
qualified each year for one of the field 
production clubs. He became associate 
manager in Nashville in 1950. He is a 
past-president of the Montgomery Life 
Underwriters Assn. 





Coulter Joins Paul Revere 


Marion A. Coulter has been named 
general agent at San Antonio for Paul 
Revere Life. He 
has been with the 
company for six 
months as field su- 
pervisor in the 
south-central divi- 
sion. 

For two years 
after graduation 
from University of 
Texas in 1946 Mr. 
Coulter was _ as- 
sistant director of 
the university’s in- 
tramural athletic 
program. In 1948 
he entered insur- 
ance with Lincoln National. 





M. A. Coulter 





Rappaport to Colonial 


Jay B. Rappaport, prominent for 
many years in the general insurance 
field, has been appointed general agent 
in New York City by Colonial Life. 
Now head of his own brokerage firm, 
Mr. Rappaport was formerly president 
of Taylor Stevens & Co., and before 
that was insurance manager of Inter- 
State Department Stores. 





Bankers, Ia., Names Rhea 


Banker’s Life of Iowa has appointed 
Arthur F, Rhea as manager at Fort 
Worth. He succeeds J. F. Smith, who 
resigned because of family illness, which 
necessitated his return to Oklahoma to 
oversee farm interests. He will con- 
tinue in personal production there for 
Bankers. 

Mr. ‘Rhea joined the Fort Worth 
agency after having been a teacher at 


Texas Christian University. Previously expanded 


he taught school in Brownsville, Tex, Befot 
had charge of aviation cadet training aj Luther I 
Love Field, Tex., acted as sales man. trict man 
ager for the Moor-Man Manufacturing Under tl 
Co., and was high school principal atdistrict m 
Eagle Pass, Tex. 

Postal 


Postal 


McMaster to Leave | ,°°::7!, 
Prudential L. A. Post |. com 


maintain¢ 
Fred A. McMaster, manager for Pru! fice the 
dential at Los Angeles, has resigned) years, u 
effective Aug. 1. He will announce his jame Gr 
future plans shortly. Rhein. 
Starting in the business at Cincin Mr, 
nati in 1935 after attending Morning. entered 
side College and Harvard busines ness in 1 
school, Mr. McMaster went to Los An the Bat 
geles in 1940 where he served as gen. tional Li 
eral agent for Ohio National Life. He jater he 
joined Prudential in 1949 and in its first) seneral 
year his agency paid for more than $i) office a: 
million. lished 
Mr. McMaster, a life member of tht agency fc 
Million Dollar Round Table, has beet) an agent 
active in the affairs of Los Angele) 
Assn. of Life Underwriters. He is a 
past president of Los Angeles C.LU| Crocke 
chapter. He was a speaker at the Na’ Thoma 
tional association’s annual meeting a pointed b 











Cleveland in 1946. J. Fee ag 
Angeles. 
Davis to Springfield, Mo., | Pension: 
for General American that was 
Los Ang 


Grant Davis has been appointed gen experienc 
eral agent at Springfield, Mo., for Gen pension t 
eral American Life. This is an expan jn actuar 
sion of the Grant Davis 
agency, which succeeded the 
Davis agency some months ago. Burke 
Dennis has become a partner in the Name 
agency and will be in charge of the fir George 
and casualty business. Mr. Davis wil pointed . 
devote more time to life production and Union Ce 
- Appelquis 
aS manag 
| Mr. Pf 
He is sec 
Life Und 
J. Pflanz, 


since 1911 
Do You Want-- | 


Mass. ! 


insuranct versity. 


Burger 
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Thoma: 


V Large Commissions 
V Steady Renewals 
V Standard Policies 


(rates and provisions competitive with 
every old line legal reserve life com- 
pany in the U. S.) 


V Special Policies 
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(two ‘of them, both sure-fire best 
sellers.) ; 
V Established Territories inj”. <. y 
the South 
-,_». « | Brennan 
V Brand New Territories in} james 
Texas and Oklahoma = { Prudentia 
i = been 
istrict 1} 
V A Sound Company . 
Charlestot 
National Equity Life has operated in Mr. Bt 
the South for 28 years, and is now }) 1932 as 2 
expanding into Texas and Oklahoma. } [ater serve 
an agent « 
This may mean unusual opportunities (| ——— 


for you. 


Write today for full information. 


NATIONAL EQUITY 
LIFE INS. CO. 


Little Rock, Arkansas 
C. E. LOWRY, President 
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organization. He was with Ohio Na- 
tional 15 years and for several years he 
was supervisor in the Springfield agency. 
‘The Grant Davis agency will occupy 
reviously expanded quarters at its present location. 
lle, Tex, Before Mr. Davis’ appointment, 
aining ajLuther Dugan had been a direct dis- 
les man trict manager at Springfield since 1948. 
facturing Under the new setup, he becomes a 
neipal atdistrict manager of the Davis agency. 


ee 
——— 








Postal Names Greenberg 


1ve - Postal Life has appointed George B. 
‘Greenberg general 

agent at New Hav- 
Post ‘en, Conn. He has 

‘maintained an of- 
for Pru fice there for 13 
resigned) years, under the 
yunce his name Greenberg & 





. , | Rhein. 
Cincin) Mr. Greenberg 
Morning: entered the  busi- 


business} ness in 1938 with 
Los Ani the Bankers Na- 
_ aS get tional Life. A year 
Life. He jater he started a 


1 its first) bt 4 
general insurance 
| than $3) office and _ estab- G. B. Greenberg 
‘lished a _ general 


or of the} agency for A. & H. In 1941 he became 
has beet! an agent for Mutual Trust Life. 
Angele) 


He iyi Crocker Brokerage Manager 


the Na) Thomas F. Crocker, Jr., has been ap- 
eting at nointed brokerage manager of the C. L. 
J. Fee agency of John Hancock at Los 
Angeles. He was formerly with the 
pension and profit sharing department 
of Scott & Co., Los Angeles, and before 
that was an agent for Acacia Mutual in 
Los Angeles. He has had considerable 
ited gen experience in business insurance and 
for Get pension trust work. He holds a degree 
n expat jin actuarial science from Drake Uni- 
nsuranct versity. 

Burger 
o. Burke 





No., 


in th Name Pflanz at Des Moines 


the fire George J. Pflanz, III, has been ap- 
avis wil pointed manager at Des Moines for 
tion ani Union Central Life succeeding Fred G. 
— Appelquist who retired after 26 years 
/as manager there. 

| Mr. Pflanz joined the agency in 1945. 
| He is secretary of Des Moines Assn. of 
Life Underwriters. His father, George 
J. Pflanz, Jr., has been with the agency 
} since 1911. 


| Mass. Mutual Ups Wrenn 


Thomas G. Wrenn, district group 
representa- 
tive at New York 
City, has been 
named group. su- 
pervisor at Peoria 
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ACCIDENT 


Uniform Policy Provisions 
Law Adopted in 15 States 


The uniform individual A. & H. pol- 
icy provisions law has now been adopted 
in 15 states and is still pending in New | 
Hampshire. It has also been included | 
in the new Hawaii insurance code. It 
has already gone into effect for ap- 
proval of policies complying with the 
new law in Iowa, Maryland, and New 
York, and will become effective later | 
this year in Kansas, Michigan, Nebraska 
and Washington. In Arkansas, Cali- 
fornia, Colorado. Connecticut, Illinois, 
New Jersey, Pennsylvania and Wiscon- 
sin it takes effect Jan. 1, 1952. 

The A. & H. committee of N.A.I.C. 
at the Swampscott meeting held that 
the new law should be interpreted to 
permit companies to continue the use 
of policies previously approved and to 
obtain approval of policies complying 
with statutes in force just prior to the 
effective date, until such time as the 
law becomes mandatory, which under 
its provisions is five years from its 
effective date. The departments gen- 
erally are accepting this interpretation. 
There are two or three that have raised 
some questions in regard to it, but it 
is felt that these situations can be 
straightened out. 

It is pointed out that the intent of 
the law is to permit the use of policy 
forms already approved and the filing 
and approval of policies either under 
the old or the new law during the period 
of the moratorium. This allows com- 
panies doing business in states which 
have not yet adopted the new law to 
avoid the expense and confusion which 
would result from the use of two dif- 
ferent policy forms until such time as 
the new law is passed by all states, It 
is felt, however, that it will be to the 
advantage of the companies to comply 
with the new law in drafting policies, 
whenever it is possible to do*so without 
incurring too much expense or trouble. 











St. Louis Union Rescinds 
Blue Cross Sanction 


ST. LOUIS—A report advising local 
labor union officers to stop recommend- 
ing the Blue Cross hospitalization and 
medical service plans to their members 
has been approved by the AFL Central 
Trades & Labor Union of St. Louis. 

The union said support should be 
withheld because Blue Cross officials 
refuse to place osteopathic hospitals on 
an equal footing with other hospitals 
enrolled through Group Hospital Serv- 
ice. Study of legislative and court action, 
and continued study of commercial in- 
surance plans also were recommended. 


Move Pends Against Insurer 


Commissioner Viehmann of Indiana 
has been urgently requested to take 
action against World Life & Accident 
Assn. of ‘Richmond, Ind. There have 
been many complaints against the com- 
pany and 75 Purdue University students 
held a protest meeting against assess- 
ment practices. The students complained 
that the company assessed them on an 
average $45 for hospitalization cover- 
age and threatened to deduct the 
amount from pending claim payments 
for maternity. It was estimated that 
800 students are covered by the com- 
pany. The state had denied a new 
license to the company May 1. 








» with by Massachusetts 
- Come Mutual. 
After three years 
in the army he 
graduated in 1949 
best from Boston Uni- 
versity. He joined 
5 in | qf Massachusetts Mu- 
? } T. G. Wrenn tual in 1949. 
4 
. Brennan Made Akron Manager 
2S IN} James H. Brennan, since 1948 with 
na | Prudential’s field training department, 
' has been appointed manager of Akron 
| district No. 2 succeeding J. Donald 
Smith, recently named manager at 
| Charleston, W. Va. 
ed in} Mr. Brennan joined Prudential in 
now } 1932 as an agent at Quincy, Ill. He 
homa. } later served at St. Louis district No. 5 as 
an agent and as a staff manager. 
unities 
ion. 


Topeka, 





NATIONAL RESERVE LIFE 


A few unusual opportunities open for liberal general 
agent franchises in states west of the Mississippi. 


H. O. CHAPMAN, President 
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LIFE POLICIES 





Gen'l American Dividends 
General American Life dividend scales, 
effective July 1, as respects policies is- 
sued on or after Jan. 1, 1948, will con- 
tinue the same, as will five and 10-year 
term and decreasing term policies issued 


at premium rates in effect prior to July 
1, 1950, and pension and insurance-with- 
pension policies. As to policies issued 
by the company prior to Jan. 1, 1948, all 
plans’ dividends have been revised and 
coordinated with the principles under- 
lying the dividend scale applicable to 
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I'm new with Cal- 
Western. 
could have bowled 
me over today when the president of 
the company asked me out to lunch. 
The whole thing was ona 
name" basis. Walking back to the 
office, he said, ‘‘Just remember, Joe, 
we're one big family. The so-called 
‘brass’ is never too busy to talk to 
you about your problems and your 
future. Drop in anytime. The door’s 
always open*Howcan you beat a deal 
like that? No wonder people say... 


With Cal-Western 
it’s MORE Than a Contract 
-.. It’s a CAREER! 


So you 


‘“first- 


IITA 


California-Western States 


aS 


HOME OFFICE 





oy 


STANDARD 1: INSURANCE CO. of IND. 


INDIANAPOLIS, INDIANA 


INSURANCE COMPANY 


SACRAMENTO 





In the Standard Life agency organization, you can run your own 
“circus.”” Many a man is finding it easy to be the ringmaster simply by 
having confidence in his own ability to operate an independent agency 
in his own home town. So, why don’t you increase your earning 
capacity by establishing your own business? Write me direct. 


Illinois * 
Missouri * 


GENERAL AGENCIES OPEN IN Arkansas 
Indiana * 
New Mexico °* 


new siligiie ‘saaiiinn issue dates since 
an. 1, 1948, except that on five and 
10-year term plans, decreasing term in- 
surance, single-premium life and endow- 


— 


ment plans, paid-up insurance, retire- 
ment income plans, both single- -pre- 
mium and continuous premium, and 


with pension plans, the current dividend 
scale will remain unchanged. 

On policies issued by General Ameri- 
can, the rate of interest on proceeds left 
on ‘deposit will remain at 3% but not 
less than the guaranteed rate. The com- 
pany will continue to pay no dividends 
on policies assumed from the old Mis- 
souri State Life. Interest allowed on 
funds arising out of policies assumed 
from the old Missouri State Life and 
entitled to interest at a rate in excess 
of the guaranteed rate will continue to 
be 3%, except where a higher rate is 
guaranteed by the policy. 





Ohio National Life Issues 
Full Benefit from Age 0 


Ohio National Life is issuing juvenile 
at age 0 which provides for full death 
benefits from date of issue. As a gen- 
eral rule, $10,000 is the maximum 
amount the company will issue at age 0. 
If more is desired, an inquiry blank 
must be submitted. 





National, Vermont, Offers 
Five Year Rated Term 


National Life of Vermont is issuing 
a five year non-renewable term sub- 
standard for ratings up to 150% mor- 
tality. The limit for ages 21 to 55 is 
$50,000. 

The policy can be converted to life, 
limited pay life, or endowment, at at- 
tained age, any time during the five year 
period, without evidence of insurability. 
It can be converted, without evidence of 
insurability, as of issue date, any time 
during the first four years. 


Hikes Non-Medical Limits 

American United Life has increased 
non-medical limits for full-time agents 
meeting minimum standards as to pro- 
duction quality and volume. 

Limits for males and single, self-sup- 
porting females are $7,500 at ages 5 to 
35, $5,000 at ages 0 to 4 and 36 to 40, 
and $2,500 at ages 41 to 45. Lower lim- 
its apply to housewives and dependent 
females. 

Applications for amounts not in ex- 
cess of $2,000 at ages 0 to 40 and any 
applications for $1,000 at ages 41 to 45 
are to be submitted non-medically, 
whether or not the agent has the non- 
medical privilege. 





Montreal Reduces Term Rate 


Montreal Life has reduced its rates 
for five, 10, 15 and 20 year convertible 
term. A further reduction of 60 cents 
per $1,000 will be allowed if the sum in- 
sured is $10,000 or more. The rates for 
five year renewable term remain un- 


changed. Rates for family income ben- 
efits have been reduced. 









-~Harng VU. Wade, President 






* Arizona «+ Florida 


Maryland + 
Texas * We 


Kentucky * Louisiana * Michigan 


Pennsylvania ° st Virginia 
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Rsiinie. ry Drive 
Nets $1712 Million 


Banker’s Life of Iowa finished June Dr. Le 
with a paid total of over $17% ned Chief 
to honor President E. M. McConne 
during president’s month. Deh 

Leading agents were Alvin P. Hinkes) ‘assistant 
Milwaukee, with $193,000, and B. T, Society, 
Mahaffa, Des Moines, with $184,530, appointe 
Leading agency was Frank C. Wig: director 


ea 








ginton, Pittsburgh, with $834,553. ‘hattan L 
‘tive - 
EQUITABLE PROMOTES 9 bags 
‘rector si 
D.H. Harris Heads _*!'": 


2 Cd s Z sultant. 
A. & H. Division pr. I 
‘attended 

Equitable Society has appointed David) College 
H. Harris manager of the newly formed! versity « 
individual A. & H. division. Eight other! medical 
home office appointments were also an-} He serv 
nounced. sistant ri 
Mr. Harris joined Equitable in 1946,)General : 
















after three years in the army. He was) gery at I 
appointed assistant mathematician in! hospital 
1948, to mathematician in 1949, and last! with the 
December assistant actuary. He attend- | 
ed Sherborne College in England. : 
Hudson L. Whitenight was appointed Felix I 
associate manager, railroad securities. F; ] 
He joined the auditing department in rom 
1935, was transferred to railroad securi-) Felix | 
ties in 1937, and in 1948 was made as-| neer An 
sistant division manager. He is anarmy jgs¢ Oct 
veteran. ‘ , " announceé 
George E. Stoddard, appointed as-" yr ™ 
sistant manager of industrial securities, Washing 
joined the securities department in 1945, | Constitut 
after naval service. " headquar 
E. C. White, Jr., also appointed as-  ceryice | 
sistant manager of industrial securities, Franklin 
has been_in the railroad division since | Gyarante 
joining Equitable in 1936, except for While 
navy service. i 
Dr. Whitman M. Reynolds, new asso- arenes 
ciate medical director, joined Equitable | insyrance 
as an assistant medical director in 1946. 
He received his medical degree from | 
Columbia in 1931. He served in the N. E. N 
atenys Dean | 
Dr. George Goodkin, also appointed | personnel 
associate medical director, joined Equi- 
table in 1946, and was appointed an 
assistant medical director in 1947. He 
received his medical degree from the 
University of Glasgow. He served in 
the army and before that practiced med- 
icine in New York City. 
Jarrett, Badgley C.L.U.s 
E. S. Jarrett has been appointed su- 
pervisor of agents’ training. He 


division. A 

E. D. Badgley, new assistant director 
of agency special services, joined Equi- © 
table upon graduation from Rider Col- 
lege, Trenton, N. J., in 1932. He served 
in the cashier offices at Buffalo, Syra- 
cuse, and Nashville before returning to 
the home office in 1936 as assistant su- 
pervisor in the auditor’s department. 
After army service, Mr. Badgley joined Rennie 
the agency department, becoming acon- | p, R 
sultant in special services in 1948. He Bag . 
isa C.L. B 4 ee 

J. V. Parks, appointed superintendent litical a 
of expense accounting, joined Equitable hee ece 
after graduation from Indiana Univer- i. Be 
sity in 1931. After cashier service at will " 
Des Moines, he joined the field audit | on aus 
staff in 1935. He became supervisor of ae oe 3 
the field audit division at the home of- feovernme 
fice in 1941 and head of the expense an- Harvard 
alysis section in 1946. 


various g 
K. C. Life’s 6-Month Record 


in army ir 
Kansas City Life’s insurance in force 
totaled $862,800,000 at June 30. Assets 
increased to more than $245 million, 
compared to $238 million at Dec. 31, 
1950. 


D. E. C 


assistant 
departme: 
pany for - 
dwar. 








Sauert 


Paul J. 
as assistat 
ife was 
issue, rece 
aw ‘degr 
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itted to | 
the last 
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The Andersen agency of Mutual 
Benefit Life in Chicago reported a 70% 
gain in life insurance written. during 
the first six months of 1951. 
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AMONG COMPANY MEN 


MANAGERS 
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red June Dr» LaPointe New Medical 

A caine Chief for Manhattan Life 

| Dr. L. Gordon LaPointe, for four years 
Hinkes, ‘assistant medical director of Equitable 


d B. T. Society, has been 
$184, 530, ‘appointed medical 
ig.) | director of Man- 

53. ‘hattan Life, effec- 
tive Aug. 1. Dr. 

G. Holbrook Bar- 

‘ber, medical di- 


rector since 1923, 
wil remain as 
medical con- 
sultant. 
' Dr. LaPointe 
attended Canisius 
~d David) College and Uni- 
r formed | versity of Buffalo 
ht other | | medical school. 
also an-) He served as as- 
sistant resident in pathology at Buffalo 
in 1946, )General hospital and as resident in sur- 
He was/ gery at Post Graduate (now University) 
ician_ in! ‘hospital in New York City. He was 
and last | with the navy during the war. 
» attend- | ee 


id. 

pointed Felix Mendel Resigns 
curities. | 
ment Tn ‘From Pioneer American 
1 securi- 
nade as- 
an army 


ds 





LaPointe 


Dr. L. G. 


Felix Mendel, agency director of Pio- 
neer American Life of Houston since 
last October, has resigned. He has not 
announced his plans. 

Mr. Mendel was previously Oregon- 
Washington manager for three years for 
Constitution Life of Los Angeles with 
headquarters at Seattle. Before army 
service he was in Los Angeles with 
Franklin Life, Great Northern, and 
Guarantee Union of Los Angeles. 

While with Pioneer American he es- 
tablished 14 branch offices handling in- 
come disability, hospitalization and life 
insurance, 


iN. E. Mutual Ups Cogswell 


Dean E. Cogswell has been named 
personnel manager of New England Mu- 
tual Life. 

Mr. Cogswell just 
completed a year’s 
study under a fel- 
lowship program 
for executive de- 
velopment at Mas- 
sachusetts Institute 
of Technology. He 
was one of 14 busi- 
ness men from 
various industries 
and the first rep- 
resentative of life 


ited as- 
‘curities, 
in 1945, 


nted as- 
curities, 
yn since 
sept for 


»w asso- 
quitable 
in 1946. 
2e from 
in the 









pointed | 







: insurance to be 
eae | D. E. Cogswell chosen for the 
ler Coll course. Formerly 

assistant manager of the underwriting 
: *Syraed fdepartment, he has been with the com- 


pany for 16 years. He served in the last 


‘ning ‘tof. 
tant su- re 
artment. § 


y joined /Rennie Research Director 


tg «ole _ Dr. Robert A. ‘Rennie, former eco- 
; oe ce pi to ~ International 
ank and assistant professor of po- 
peace litical economy at Johns Hopkins, has 
Univers pbeen named director of research for the 
rvice at atm Bureau companies of Ohio. He 
id audit will analyze the insurable needs of 
‘dean a ‘people as modified by economic and 
ome of- @°vernmental trends. f 
ene a Dr. Rennie obtained his Ph. D from 
= ‘Harvard in 1947. He had served on 


warious government projects and was 
0 army intelligence during the war. 
i 





in force 

Assets 
million, 
Dec. 31, 


auerteig’s Background 


Paul J. Sauerteig, whose appointment 
S assistant counsel of Lincoln National 
Life was briefly reported in last week’s 
issue, received his bachelor of arts and 
aw "degrees at Columbia University. 
Following army service, he was ad- 
itted to practice law in Indiana and for 
the last five years has been attorney 
for Medical Protective of Fort Wayne. 





Mutual 
1 a 70% 
during 










Mutual Hires Professor 


William D. Berg, assistant professor 
of mathematics at Kenyon College, has 
been appointed senior technical assistant 
in the actuarial division of Mutual Life. 
Mr. Berg received his Ph.D. degree in 
mathematics from University of Iowa. 
He is a former instructor in actuarial 
mathematics at Iowa. 





Burke Gets Training Post 


Marcus R. Burke has been appointed 
director of home office schools in the 
training department of Commonwealth 


Mr. Burke has been with the Fort 
Knox, Ky., army education center as 
education administrator and counselor. 


He is a marine veteran. 








Pacific Mutual Speeds Renewals 


The Pacific Mutual renewal depart- 
ment is no longer operating accord- 
ing to geographical divisions, but each 
working section now handles a spe- 
cific phase. The negative posting plan 
has been adopted for reduction of work 
on policy record cards. 


Los Angeles Cashiers Elect 


Los Angeles life agency 
have elected the following 
president, Edward R. 
Franklin Life; vice-president, Mami M. 
Bursi, Jefferson Standard Life; secre- 
tary, Lydia Hoffman, National Life 
of Vermont; treasurer, John Walley, 
Lincoln National Life. 


Elect D. S. Kamp President 


David S. Kamp, New England Mu- 
tual Life, has been elected president of 
San Francisco General Agents & Man- 
agers Assn. succeeding S. Carlisle 
Martin, National Life of ~Vermont.. 

Don W. Munro, Union Central Life, 
is vice-president, and Hugh W. Davy, 
Home Life of New York, is secretary. 


South Floridians Elect 


J. M. Sowell, Life of Georgia, was 
elected president of: the Southern 
Florida Managers Assn. at the meeting 
held at St. Petersburg. He succeeds W. 
H. Holman, Peninsular Life, St. Peters- 
burg. C. B. Hilton, Life of Georgia, 
St. Petersburg was elected vice-presi- 
dent. 


cashiers 
officers: 
Martinnelli, 





Must Pay Dieailions Tax 
on Old Fraternal Policies 


Director Day of Illinois has ruled that 
five out-of-state life companies that ob- 
jected to paying a premium tax on cer- 
tificates that they wrote before being 
converted from fraternal benefit societies 
to legal reserve life companies must pay 
the tax. 

The companies and amounts of 1951 
tax are American Mutual of Des Moines, 


$6,571; Homesteaders Life of Des 
Moines, $314; Lutheran Mutual of 
Waverly, Ia., $11,950; American United 


of Indianapolis, $10,188; 
Benefit of Topeka, $4,559. 

The ruling makes the point that none 
of the companies can qualify as an ex- 
empt organization under section 409 of 
the Illinois code and since no provision 
is made for partial exemptions, their 
claim that only a part of the premium 
income should be excluded from tax 
cannot be allowed. The opinion also 
states that in any case the statutory 
exemption is not applicable to the com- 
panies involved, in view of the fact that 
no lodge system with ritualistic work 
is being maintained and that this ritualis- 
tic work is a_ necessary requirement 
under the Illinois code if an organization 
is to qualify as a fraternal benefit so- 
ciety. 


and Security 


fu re once, prepare for it and the pre 
| nually brighter. The Southland Life: 
latives can give expert and 
enced counsel that will 
your policyholders. 
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SENATE GROUP REPORTS 


Ask Permanent 
Unit for U. S. 
Health Study 


WASHINGTON—The report of the 
staff headed by Dr. Dean Clark of the 
Senate health subcommittee studying 
voluntary health and medical care plans, 
recommends continued study of medical 
care insurance. 

The committee’s findings and recom- 
mendations are contained in a 17-page 
printed document. The report itself con- 
sists of three volumes: One entitled 
health insurance plans, the second con- 
taining statistics and basic data on 
which the first volume is founded, and 
a third on state and local government 
activities in health insurance. 

The committee suggests the study 
should be carried forward through col- 





surance interests, groups having and 
desiring health insurance, and govern- 
ment agencies collecting data on the 
subject; annual conferences of their 
representatives, appointment of a small 
working committee from those groups 
to meet oftener on details of the work; 
employment by the committee of a 
“small, well-qualified, permanent, full- 
time staff” to plan and direct. 


Want Detailed Reports 


insurance organizations 
should make available comprehensive 
periodical reports on their operations 
giving detailed information, the commit- 
tee says. 
It recommends the departments of 
commerce and labor should collect data; 
that additional supplementary field stud- 
ies be undertaken, the committee em- 
ploying technical services of govern- 
ment agencies, universities, research 
groups and professional organizations. 
Committee findings and recommenda- 
tions are summarized in 19 sections or 
paragraphs of the report. Among “‘iac- 
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laboration between the committee, 
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tual highlights” of the report the fol- 
lowing were listed: 


Give “Factual Highlights” 


Of the $9 to $10 billion 
medical care in the United 
1949, about 8% or $755 million 
was paid for through insurance. 

Voluntary health insurance plans 
have shown a striking increase in the 
last 10 years, but while they now pro- 
vide a degree of protection against some 
of the costs of illness for somewhat 
more than 70,000,000 people in the 
United States, there are also many medi- 
cal needs the cost of which they do not 
now cover, and there are _ presently 
somewhat more than 70,000,000 people 
who have no form of medical-care in- 
surance protection. 

The proportion of persons having hos- 
pital insurance is twice as high in urban 
as in rural states and twice as high in 
high income as in low income states. 

There is considerable variation among 
the different types of plans in the 
amount of premium paid which comes 
back to the subscriber in benefits or 
dividends. The report finds that from 
55 to 93 cents of the subscriber’s dollar 
comes back in benefits and dividends, 
depending upon the particular plan to 
which he belongs and whether he is 
insured as an individual or a member 
of a group. 


NO GENERAL AGREEMENT 


spent for 
States in 
worth 








WA N ‘sy A D S The report discusses various differ- 





Rates $13 per inch per insertien—I| Inch mini- 
et Limit oarde per inch. Deadline 5 
gw! in Chicago office—175 W. Jack- 
as Miva: fad —— ——_ ads ere req 
te make payment in 
THE NATIONAL. UNDERWRITER 
FIRE & CASUALTY EDITION 





ACTUARY 


Associate or Fellow under age 40, preferably 
with pension experience to head actuarial unit 
in Detroit Office of national pension consulting 
firm. Permanent position, excellent opportuni- 
ties, group insurance and pension benefits. All 
replies confidential, send full particulars of 
educational background, experience, family re- 
sponsibility and other pertinent information to 
Box F-95, The National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Ill. 








NEGRO MARKET 


18 leading life companies are now active in 
this new market. Top producer seeks oppor- 
tunity at H. O. level to guide sound company 
into this field. Thoroughly familiar with prob- 
lems involved. Well qualified, young, white. 
Address G-19, The National Underwriter, 175 
W. Jackson Blvd., Chicago 4, Ill. 








WANTED 


Unusual opportunity for man 30 to 35 with 
college education and thorough background in 
life insurance. Must be able to express him- 
self well in both written and oral forms. At- 
tractive salary. All replies held confidential. 
Address G-27, The National Underwriter, 175 
W. Jackson Blvd., Chicago 4, Iil. 











ences of opinion concerning medical 
care insurance, as to its purpose, scope, 
coverage, who should be insured, how 
costs should be distributed. Also how 
far the government should go in ex- 
tending coverage, how much of income 
should be used for medical care and 
services and facilities. The committee 
says there is no general agreement 
whether the nation is spending enough 
on medical services, through insurance 
or otherwise, to assure the best health. 

The report outlines nine “problems of 
voluntary medical care insurance” and 
makes eight points in brief discussion 
of trends and potentialities of such in- 
surance. 


“Outstanding Contribution” 


In submitting it, Senator Lehman, 
subcommittee chairman, said: 

“While our subcommittee believes 
that this report is an outstanding con- 
tribution to our knowledge of the prob- 
lems of health insurance in the United 
States and undoubtedly represents the 
most complete and definite compilation 
of data in this field available anywhere, 
I wish to make it clear that the report 
represents the findings of Dr. Clark and 
his associates and not those of the Sen- 
ate committee or of its individual mem- 
bers. 

“Although the report does not set 
forth any recommendations bearing di- 
rectly on health legislation, I am con- 
fident it will have a profound effect on 
the development of health insurance 
plans in this country and will prove 
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Convention Dates 





Aug. 23-24, Federation of Insurance 
Counsel, Sheraton hotel, Chicago. 

Sept. 10-12, International Claim Assn. 
annual meeting, Monmouth hotel, Spring 
Lake, J. 

Sept. 16-19, American Bar Assn. insur- 
=_— section, Hotel Roosevelt, New York 

ity. 

Sept. 17-21, National Assn. of Life 
Underwriters, annual meeting, Biltmore 
hotel, Los Angeles. 

Sept. 24-26, Life Office Management 
Assn., annual conference, Edgewater 
Beach hotel, Chicago. 

Sept. 24-27, National Fraternal Con- 
gress, annual, Morrison hotel, Chicago. 

Sept. 24-29, Assn. of Canadian Super- 
intendents of Insurance, Royal Alexandra 
hotel, Winnipeg. 


Sept. 26-28, Society of Actuaries, Royal 
York hotel, Toronto. 

Oct. 9-12, American Life Convention, 
annual meeting, including annual meet- 
ings of the Legal, Financial, Agency, 
and Combination Companies Sections, 
Royal York hotel, Toronto. 

Oct. 18-19, Zone 5 meeting of N.A.I.C., 
Skirvin hotel, Oklahoma City. 

Oct. 22-24, Zone 4 meeting of N.A.LC., 
St. Paul hotel, St. Paul, Minn. 


Oct. 29-31, Life Insurance Advertisers 
Assn., Inn and Lodge, Williamsburg, Va. 

Oct. 29-31, Bureau of A. & H. Under- 
writers, the Homestead, Hot Springs, Va. 

Nov. 1-3, Mid-West Management Con- 
ference, French Lick, Ind. 

Nov. 8-10, Institute of Home Office Un- 
derwriters, annual meeting, Edgewater 
Beach hotel, Chicago. 

Nov. 12-16, L.I.A.M.A. annual meeting, 
Edgewater Beach hotel, Chicago. 

Dec. 2-6, National Assn. of Insurance 
Commissioners, Hotel Commodore, New 
York City. 

Dec. 12-18, Life Insurance Assn. of 
America, annual seating. Waldorf- 
Astoria hotel, New York City. 

Dec. 13, Institute of Life Insurance, 
annual meeting, Waldorf-Astoria hotel, 
New York City. 








of great value in congressional con- 
sideration of legislative proposals in the 
field of medical economics.” 





Frank P. Aschemeyer, vice-president 
and general counsel of General Amer- 
ican Life, has been named _ technical 
adviser to the criminal law division 
committee of the Missouri senate. 


Direct placement of a $14 million nat- 
ural gas production loan has been made 
on secured notes by Delhi Oil Corp. 
New York Life loaned $10 million on a 
secured note due May 15, 1963. Other 
notes were taken by three banks. The 
Republic National Bank of Dallas, Tex- 
as, loaned $1,000,000. 


The week ending June 15 was the big- 
gest week to date recorded by Pacific 
Mutual Life, with new highs in volume 
of ordinary and number of applications. 

The influx of business made necessary 
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the postponement of scheduled vaca. 
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New York Labor 
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A : Associates 
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' Bankers | 
The New York state labor departmen;, on 
has published a survey completed las, Beneficial 


January of 306 health insurance pro. Bem. Ass 
grams in the state established by collec. be 
tive bargaining. One-third of the plans Central I 
set a top cash weekly benefit of $30) an a 


while 42% of the plans set the maximum Central 8 
benefit between $25 and $29 and fo Century I 
one-seventh the benefit was less thay Colonial 1 
$25. The remaining 11% provided the pc ne 
coverage directly as allowed under the combined 
disability benefits law. - Commerci: 

The survey showed that nine out of Commerci: 


10 of the 306 programs provided hospita! adel 
benefits and of these close to 30% mei Conn. Ina 


the full cost of semi-private hospitad Continente 


room, including board. An additiona Gosrerati 
54% reimbursed insured between $5 and Cosmopoli' 
$9 a day. _ Credit Lif 
i Eagle Fir 
Surgical benefits were provided by Ragles N: 


85% of the programs. The maximum Employees 
payment for surgical ranged betwee; Employers 
$150 and $249 in 75% of the plang Dasierers 
Maternity benefits for women workers Employers 


or wives of insured were provided in =. 
217 of the plans. The number of hoi aoeoe 3 
plans protecting dependents amounted) Farmers L 
to three-fifths and one-third of the sur) Federal Li 
° 1 d d d ' Federal L 
gical plans covered dependents. | Federal R 

Medical insurance was found in one Federated 


third of the plans and only 13 program: ssa é 
included complete medical service. There nasal 
were 55 plans repaying the patient $2 tc Franklin — 


$5 for doctor’s visits. There were 13, General Ac 
| General Ar 


which paid for the visits only in the General Re 
hospital. Of this number, 11 offered only George Ro: 
special limited benefits. | Glens Fall: 

In 95% of the plans eligibility com) Qicbe Ina: 
tinued for specified periods after the Great-west 
worker became unemployed and in 1) Guarantee 
out of every 12 of the plans, union mem. gu27antee 
bership was required for participation. Hartford J 

The survey showed that all but 1° anda a 
of the 306 plans were non-contributory) yome i_ 
Insurance companies handled the entiré’ Hoosier Ca 
program in 50% of the plans, one-sixtl) Horace Mai 
of the programs were self-insured ané meee = 
the remaining one- -third were dividet) Indemnity 


between insurance companies and Blue Industrial 1 


Internation: 
Cross or self-insurance. | Inter-Ocean 
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1 “ John Hance 


JOHN N. RYAN, 80, general age’ yonba Mu 
of Equitable Society with headquarter’ Liberty Mu 
in the home office building in New York Life & Casi 
City, died at his home in New York jire of ben 
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Modern Woodmen 
Names 3 Managers 


Robert B. Watkins, agency supervisor 
of Security Benefit Life of Topeka for 
11 years except for army service, has 
been named Topeka manager of Modern 
Woodmen. He received his law degree 
at Cumberland University and is a for- 
mer deputy collector of internal revenue. 
He will be responsible for the entire 
state of Kansas. He succeeds F. E. 
Dudley, who has retired. 

Modern Woodmen is dividing Iowa, 
with W. Lyle Brown, Des Moines, who 
has managed the entire state, continuing 
responsible for the eastern half, while 
T. L. Schiessler becomes manager for 
western Iowa. Mr. Schiessler started 
with Modern Woodmen as a district 
manager at McCook, Neb., in 1946 and 
has been assistant state manager for 
Nebraska, with headquarters at Lincoln, 
since 1949. 

The society has appointed B. S. Mc- 
Quary as manager for southern Mis- 
souri with headquarters at Dexter. He 
has been there as district manager since 
1944 and has been with the society 
since 1927. He succeeds Paul J. Harris 
of Jefferson City, who has resigned. 





League Honors Del Vecchio 


C. J. Del Vecchio, supreme scribe of 
‘Royal League, was presented an en- 
graved certificate of recognition by the 
officers of the managing committee at 
their quadrennial supreme council ses- 
sion. Mr. Del Vecchio has served 54 
years in the fraternal system and 50 
years as a member of the Royal League. 





Dammann Milwaukee Chief 


New officers elected by Milwaukee 
Fraternal Congress are William Dam- 
mann, Loyal Order of Moose, presi- 
dent; O. G. Dinsmore, National Mu- 
tual Benefit, vice-president; William 
Eichholz, Western Bohemian  Fra- 


ternal, secretary; William M. Sharen, 
Degree of Honor Protective, treas- 
urer; Louise Borello, Degree of Honor, 
corresponding secretary; Leon Colton, 
Modern Woodmen, sergeant-at-arms. 


ASSOCIATIONS 


Roy Dial of Albany Heads 
Georgia Association 


Roy Dial, Gulf Life, Albany, was 
elected president of the Georgia Life 
Underwriters Assn. at the annual meet- 
ing held at Savannah Beach. Luther H. 
Guest, Connecticut General, Atlanta, 
was elected 1st vice-president, W. G. 
Morrison, Life of Georgia, Marietta, 2nd 
vice-president, and Charles Sheppard, 
Savannah, national committeeman. 


Laurie Pratt Is New 
Tennessee Assn. Chief 


Laurie Pratt, Penn Mutual, Knox- 
ville, was elected president of Tennes- 
see Assn. of Life Underwriters at a 
meeting at Nashville, succeeding R. 
Sclater Brown, Equitable Life of Iowa, 
Nashville. Clinton Campbell, Jr., Knox- 
ville, was named secretary. ‘ 


Mead Donates N.A.L.U. Reports 


Dwight Mead, Seattle general agent 
for Pacific Mutual and elder statesman 
in National Assn. of Life Underwriters 

















affairs, has presented 13 volumes of 
N.A.L.U. convention proceedings to 
the University of Washington. The 


proceedings cover the years 1904-1921 
and the 1904 volume was a personal 
presentation to Mr. Mead from Hubert 
Ward, who was N.A.L.U. president 
at the time. The books were received 
on behalf of the university by Donald 
F, Hayne, head of the insurance de- 
partment. 

At the same meeting of the Seattle 
association the speaker was Phil Mc- 
Leod, Northern Life, who discussed the 
methods for writing a large number of 
modest cases. He utilizes policyholder 
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PERTINENT STATISTICS 


ASSETS .......................Over $133,000,000 


INSURANCE IN FORCE. . 


Over $554,000,000 


ee eee 


BENEFITS PAID SINCE 1902..... Over $ 58,000,000 


AID ASSOCIATION 


FOR LUTHERANS 


Legal Reserve Fraternal Life Insurance 


Home Office: 


APPLETON, WISCONSIN 





8. H. HADLEY, Supreme President 








PROTECTED HOME CIRCLE 


SHARON, PA. 


POUNDED IN 1886 


A Legal Reserve Fraternal Insurance Society 


L. D. LININGER, Supreme Secretary 


SHARON, PA. 


leads and direct mail of the intro- 
ductory type. He believes that a form 
of “enthusiastic indifference’ to the 
sale is convincing to the normal pros- 
pect. 


Dallas Wins State Cup 


For the second straight year and the 
fifth time in nine years, Dallas Assn. 
of Life Underwriters has won the state 
efficiency cup indicative of all-around 
association excellence. The cup was 
presented at the final luncheon meeting 
before summer adjournment by Harry 
M. Roberts, a director of Texas asso- 
ciation. 

A report of the recent state conven- 
tion was made by Charles E. Gaines. 
L. Mortimer Buckley presented national 
quality awards and Texas Leaders 
Round Table awards. 


Plan 2 Okla. Schools 


Oklahoma Assn. of Life Underwriters 
will hold leadership training schools at 
Tulsa, July 14, and at Oklahoma City, 
Aug. 4. 

The former is for members of the 
Tulsa, Bartlesville and Muskogee asso- 
ciations. Classes will be directed by 
Albert B. Irwin, Northwestern Mutual, 
president of the state association, and 
Homer Jamison, Equitable Society as- 
sociation manager. 

The staff for the Oklahoma City 
school is in course of organization, 








Simmons N. O. President 


Fisher E. Simmons, Jr., assistant su- 
pervisor for Louisiana of Pan-American 
Life, has been elected president of the 
New Orleans Life Underwriters Assn. 
He was formerly an assistant secretary 
of Pan-American in charge of sales pro- 
motion and public relations. Other offi- 
cers elected are Henry J. Miltenberger, 
vice-president; E. Flynn, secretary, 
and Mrs. Charles A. Herrick, treasurer. 





Charlestonians Elect 


William A. Bouknight, Life of Geor- 
gia, has been elected president of the 
Charleston, S. C., Life Underwriters 
Assn. Other officers are Carleton J. 
Poulnot, New York Life, vice-president, 
and Michael L. Runy, Fidelity Mutual, 
secretary -treasurer. Elected directors 
are H. Dent, Atlantic Life, H. E. 
Simmons, Acacia Mutual, F. C. Hill, 
Life & Casualty, and Jacob Cohen, Life 
& Casualty. 


Oakland-East Bay (Cal.)—Edwin L. 
Wang, general agent for Standard of 
Oregon, has been elected president to 
succeed Frank W. Dedman, New Eng- 
land Mutual. Melvin Wogoman, Pruden- 
tial, is 1st vice-president; Harry R. Pin- 
ney, Bankers Life of Nebraska, 2nd vice- 
president; James L. McDonnell, Guar- 
dian Life, 8rd vice-president; Reed C. 
Nelson, American Mutual, 4th vice-presi- 
dent, and George T. Loher, Jr., Western 
Life of Montana, secretary-treasurer. 

Sioux City, Ia.—A. M. Anderson, Occi- 
dental Life, Los Angeles, spoke July 5 
on the programming of life insurance 
for maximum benefits both to policy- 
holders and beneficiaries. 

Seranton, Pa.—At the annual inagural 
dinners and iadies’ night, Warren B. 
Smith, New York Life, talked on “The 
Agency Department Looks atthe Agent.” 
Romney L. Campbell, field vice-president 
for the southeastern division of New 
York Life, was a guest. 

C. Pinkney Jones, past president, was 
chairman of the installation and John H. 
Price, retiring president, was toastmas- 
ter. Officers installed were headed by 
Arnold F. Beck, as president. 

Bluefield, W. Wa.—National quality 
awards were presented to four members 
and the following officers were installed: 
A. Harry Vest, president; Kemper Stew- 
ard, vice-president; Randolph Ham- 
brick, secretary; Thomas H. Lohrey, na- 
tional committeeman. 

Toledo, 0.—William H. Mauk, John A. 
Hill & Associates, has been elected 
president succeeding Leon M. Wear, 
who has been transferred to Lima, O. 
George L. Chapman, Jr., is 1st vice-pres- 
ident, and Dean C. Lauffer, 2nd vice- 
president. 

Jamestown, N. ¥.—Kenneth B. Marsh, 
coordinator of adult, technical and ex- 
tension education in Jamestown public 


schools, urged upholding professional] 
ethics based on a wholesome philosophy 
of life. Quality awards were presented 
to 12 members by Leigh E. Budick, news 
editor of the Jamestown Post-Journal, 
an honorary life member of the associ- 
ation, 

Henderson, N. C.—Hayden W. Glover 
has been elected president, succeeding 
J. R. Sneed; S. J. Anderson and L. D, 


Horner, vice-presidents; C. A. Rooker, 
secretary, and J. C. Gravitte, national] 
committeeman. 


Sanford, N. C.—S. E. Johnson has been 
elected president; J. A. Overton, vice.” 
president, and Herman Cole, secretary,” 

Atlanta—New officers are Henry Ad 
Maddox, general agent for Aetna Life, 
president; O. Dobbs, Jr., division” 
manager Life of Georgia, 1st vice-pres-) 
ident, and Richard A. Hills, assistant’ 
general agent Aetna Life, 2nd _ vice.. 
president. Fi 

Paducah, Ky.—New officers are E. BE 
Tyree, president; E. M. Miller, vice-pres-. 
ident; Herman Graham, secretary. R. R., 
Hoffman, agency manager of Bankers 
Life of Louisville, discussed “The ABC's 
of Life Insurance Selling.” 

Key West, Fla.—Officers installed were 
H. S. Holcomb, president; John Murray, 
vice-president; John Mathews, secretary, 
and John Blackwell, treasurer. 


Great Falls — Insurance Commissioner 
Holmes of Montana addressed the North. 
ern Montana association. There were 16 
who received the National Quality 
Award. William M. Graham, vice-presi- 
dent, received the N.A.L.U. certificate 
for membership achievement. 
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Ostheimer Augments Statt 


_Ostheimer & Co., Philadelphia pen- 
sion firm, has added Herbert W. Reis-| 
ner, William J. Probst and Melville E. 
Ambler to the staff. Mr. Reisner will, 
have charge of legal matters. He was) 
for a time with the U. S. tax court at 
Washington and since 1948 has been 
with the Philadelphia law firm of Duane, 
Morris & Heckscher. He takes over the’ 
job of the late William H. Steeble. 

Mr. Probst has been with Penn Mu-) 
tual where he has been since 1943 as-) 
sistant to the vice-president, developing! 
special markets and pension business. He) 
started in insurance in 1929 with Sun 
Life of Canada, going with the Phila- 
delphia agency of Penn Mutual in 1932. 
He was transferred to the agency de- 
partment a year later and placed in 
charge of development of salary allot- 
ment and pension business. 

Mr. Ambler has been with the Land! 
Title Bank & Trust Co. of Philadelphia’ 
since 1946. He started in trust work! 
with U. S. Trust Co. of New York in 
1934 and in 1944 joined Bank of New 
York. He is immediate past president 
of Philadelphia Life Insurance & Trust 
Council. 





Allow Disability on NSLI 


The veterans administration has re-| 
versed an earlier decision and now will 
allow veterans to add the disability in‘ 
come clause to their National Service 
life insurance even though they did not 
have it before all issues of NSLI were 
terminated by the servicemen’s gratui- 
tous indemnity bill. 

At first VA decided that the disability 
clause was a new contract and as such 
could not be issued. However, under 
the latest ruling, it is construed to be 
part of the basic contract and can be 
added to NSLI policies whenever they 
were purchased. 
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GALES IDEAS 


OF THE WEEK 





Mrs. Bush Speaks 
for Wives Only 


Eunice C. Bush spoke to the wives of 
members of New Orleans Assn. of Life 


' Underwriters about the job of the wife 


of a life insurance agent. Mrs. Bush 
has some unusual qualifications for the 
task, being assistant manager of the 
Baton Rouge agency of Mutual Life, a 
trustee of N.A.L.U., and a wife. ‘ 
She stated that the value of a wife 
that married men have 
proved more successful as life insurance 


*' agents than bachelors or widowers. She 


advised the gals to make sure that hubby 
evoes Off in the morning in a pleasant 
mood and that when he gets home is 
given a chance to relax and to eat be- 
fore problems are thrown his way. 
She cautioned particularly against ex- 
pecting the husband to be able to get 
home to dinner on time every evening. 
She said it would be better if wives, 
particularly those with young children, 


' could have dinner at a definite time in 


the evening, whether the husband is 
there or not. After getting the children 
settled, the wife and husband can eat 


‘ | Jeisurely when he is able to get home. 


She stressed that it is impossible for 


a life insurance agent to punch a clock, 
) even 


for something as important as 


dinner. , } = 
Her advice was, “Don’t ever ask if he 


) sold a policy today. This question makes 
' the life underwriter feel he hasn’t ac- 
» complished anything if he has to answer 
' negatively. If he has made a sale, you 


don’t have to ask him, You'll know. 
The very expression on his face will tell 


' you that he has had a good day and 
' as soon as he has had a chance to relax 
' he will tell you the news.” 


' Proper Financial Attitude 


She advised the wives to balance the 


' budget as skillfully as they can and 


said that with proper planning, the ir- 
regularity of income that is a feature 
of the life insurance job, can be antici- 
pated. She advised the wife to be opti- 
mistic about financial obligations and to 
realize from past experience that the 


| breaks always seem to come when they 
| are needed. 


Mrs. Bush opined that every wife 


' should study the fundamentals of life 


insurance and of selling. If she does 
this the wife will be a much more inter- 
ested listener, because she’ll understand 
what her husband is talking about. The 
study of her husband’s job will‘ make 
her better able to recognize a prospect 
when she sees one. To the objection 
that a wife has no time to study life 
insurance, she answered that everyone 
has time to do the things that he really 
wants to do. 

Mrs. Bush told the wives that they 
should strive to be perfect hostesses. 
She advised them that it is usually im- 
possible for the agent to make definite 
plans and the wives should make all 
social plans so flexible that a last minute 
change at the whim of an elusive pros- 
pect would not be a major catastrophe. 
She advised against crowding the social 
calendar, because the life insurance agent 
needs a good night’s rest in order to be 
at his best. 


To Set Up Network 
of Brokerage Units 


(CONTINUED FROM PAGE 1) 


business to be obtained from general 
insurance men than has yet been de- 
veloped and that a well-integrated, effec- 
tive plan of helping brokers get business 
from their general insurance clients can 
be extremely valuable to these brokers. 

Behind this is the basic fact that there 
are few new big general insurance ac- 
counts for brokers to’go after. When 





one broker gains such an account it 
usually means some other broker has 
lost it. Connecticut General’s brokerage 
development plan emphasizes the way in 
which an effective job of life insurance 
analysis and programming for key men 
in a broker’s big corporation accounts 
can tie these accounts to the broker and 
prevent some other broker or life agent 
from gaining access to the account via 
the life route. 

In years past, many general brokers 
were afraid of developing life insurance 
in an intensive way among their general 
insurance clients for fear of being re- 
garded as using pressure. Now, how- 
ever, brokers have learned, sometimes 
the hard way, that a good life insurance 
agent or broker can do such an impres- 
sive job for a top executive of a cor- 
poration that when the producer sug- 
gests doing a similar analysis job on 
the corporation’s general insurance, the 
original broker is likely to find himself 
out in the cold. 


Helps Beat Inflation 


The life insurance idea has an addi- 
tional appeal to brokers, because they, 
like all other business men, aré beset by 
inflated costs. If a broker can increase 
his net income by 5 to 8%, it might 
mean the difference between a profitable 
operation and one that is losing or 
barely staying in the black. 

Connecticut General plans to use a 
modification of its estate analysis pro- 
cedure, though on larger cases it will 
provide the full treatment. 

As part of the new set-up at Chicago, 
Miss Helen Bruns, formerly cashier, has 
been named staff assistant and_ will 
spend most of her time on brokerage 
work. 

Mr. Greaney, the new brokerage man- 
ager, was with Equitable Society’s in- 
spection department before army serv- 
ice and returned to it for about a year 
before joining Connecticut General at 
New York. Plans call for a staff of two 
or three assistant brokerage managers 
and several girls. The assistant man- 
agers will be training for positions as 
heads of brokerage agencies in other 
cities. 


New York Life A. & H. Meet 


MILWAUKEE — New York Life 
held a meeting of its new A. & H. 
department here for agents in this area. 
G. J. Murphy, Time, Milwaukee, spoke 
on rules for success in insurance selling, 
covering the material in the essay which 
won him a national award in a contest 
sponsored by International Assn. of 
A. & H. Underwriters. 





Miss Florence E. Harwarth of Aetna 
Life’s group division is the first woman 
in the east to receive an award for 
heroism from the Man’s Best Friend 
Committee, a national organization that 


honors persons who perform outstand- 
ing service to dogs. Miss Harwarth 
rescued a setter that was about to drown 
in a pond. Gov. Lodge of Connecticut 
made the presentation. 
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insurance you can offer: 


@ Both at no extra cost. 


Modern Woodmen agents. 





Rock Island, Illinois _ 


tection Plus plan. 
NAME 


CITY 


jee« THIS REMARKABLE AID 
TO EFFECTIVE PROSPECTING 


At no extra cost, those insured by Modern Woodmen automatically receive the 
benefits of THE POLIO PROTECTION PLUS plan. When you sell Modern Woodmen 
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@ Immediate payment of $250.00 when polio strikes. 
© Payment of an additional $250.00 if the attack results in crippling 
after-effects or in death. 


The Polio Protection Plus—at no extra cost—has proved a real door-opener for 
It assures more interviews—more sales—more income. 
(Choice territory and attractive contracts for agents) 


MODERN WOODMEN OF AMERICA 


Please furnish me complete information about Modern Woodmen’s Polio Pro- 
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Companion Enters A. & H. 


Companion Life has entered the 
A. & H. field and will start with four 
basic policies covering individual male 
and female risks for hospital and non- 


confining benefits. 


|| ACTUARIES 























CALIFORNIA B 
COATES, HERFURTH & 
ENGLAND 
CONSULTING ACTUARIES 
San Francisce Denver Los Angeles 














ILLINOIS 


CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 
211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 




















Harry S. Tressel & Associates 


Certified Public Accountants 
and Actuaries 
1¢ S. La Salle St., Chicago’ 3, Illinele 
Telephone FRanklin 2-4620 
H S. Tressel, M.A.1.A 
M. Welfman, F.8.A. 
N. A. Moscoviteh, A.8.A. 
W. M. Barkhuff, C.P.A. 


“wm. H. Gillette, 0.P.A. 
w. P. 

















INDIANA & NEBRASKA 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 

Indianapolis — Omaha ! 














MICHIGAN 


ALVIN BORCHARDT 
Consulting Actuaries 
76 West Adams, Detroit 26, Michigan 
Phone CAdillac 9515 














NEW YORK 


Consulting Actuaries 
Auditors and Accountants 


Wolfe,Corcoranand Linder 
110 John Street. New York, N. Y. 























PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


ASSOCIATE 
E. P. Higgins 
PHILADELPHIA 
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VIRGINIA & GEORGIA 


BOWLES, ANDREWS & 
TOWNE 
Employee Benefit Plans 
RICHMOND e ATLANTA 


Consulting Actuaries 

















Combination Recruit 
Again Scarce Item 


(CONTINUED FROM PAGE 2) 

are treated as equals and accorded all 
the privileges and responsibilities of 
the agent. They are expected to move 
around their debits in fearless fashion 
and to go into any places on their busi- 
ness rounds that a man would go. 

Unfortunately the return of semi- 
war-time manpower conditions in the 
combination business has meant the 
resurrection of that old figure who 
never quite died, the order taker, who 
will make but a minimum effort to be 
a salesman. People have already de- 
veloped some resistance to the at- 
tractions of such goods as television 
sets and other luxuries and are tend- 
ing to put their money into savings 
and life insurance. The millions of 
workers connected with defense in- 
dustries are making more money than 
they ever have before. Consequently, 
selling on the debit is easier. When 
tangible commodity shortages make 
themselves felt, conditions may well 
revert back to something similar to 
those during the last war when even 
the order taker could flourish. 


1945-50 PERIOD 








Significant gains have been made 
in the period 1945-1950 in the combina- 
tion field. The caliber and numbers of 
agents, debits and agencies has in- 
creased considerably. The combination 
agent today is a gentlemanly and skilled 
life insurance man. He is well equipped 
to introduce not only weekly premium 
but monthly ordinary, regular ordinary, 
business insurance and group insurance 
agreements. He is very often trained in 
L.U.T.C. classes in which the combina- 
tion companies and managers have been 
very interested and instrumental. It is 
here that he has learned many of the 
ordinary techniques which help him to 
meet the strong demand for non-in- 
dustrial coverages in his market. Many 
new districts have been opened up in 
new suburban territory and in new 
states. The combination agent has 
achieved stature and prestige in the in- 
dustry higher than he has ever held 
before. 


Spread Too Thin 


The combination agent enjoys such 
prestige because he has earned it and 
also because he is the key figure in the 
battle to spread life insurance, so that 
the private insurance people can look 
government insurance proponents right 
in the eye and say that they have carried 
the benefits of insurance to all people 
willing to work. 

This is why a shortage of recruits 
in the combination field is a serious 
matter. The agency forces have been 
augmented and strengthened since the 
last war, but they are still spread far 
thinner than the greatly growing vol- 
ume of prospects for individual insur- 
ance. It is true, of course, that group 
insurance reaches millions, but group 
insurance is a mere supplement to the 
program of the family and it is the man 
on the debit who must do the job of 
carrying individual insurance to the 
people. 


Ordinary Agents Call on Fewer 


Unfortunately, from a social point of 
view, the ordinary agents of the coun- 
try, though their sales volume increases, 
seem to be seeing less persons every 
year. They do not need to call on as 
great a number of prospects or make as 
many sales, because the average sale 
is up so considerably. This leaves an 
even greater number of people un- 
solicited for individual insurance. The 
ordinary men tend to specialize on the 
executive class. The combination agent 
is expected to fill the gap and solicit the 
growing number of workers with the 
means to buy life insurance. 

The combination companies are 
utilizing every device they know to 
recruit through their managerial staffs, 


through their agents, through prospects 
and centers of influences and have 
alerted the company employes to spread- 
ing the message of good jobs to any 
who might be prospects. 


Reviews Status of — 
Renewals Under SS 


(CONTINUED FROM PAGE 3) 


aspects of his company’s proposals to 
Washington as follows: “All Aetna 
Life commissions, first year and re- 
newal, becoming due to its agents after 
Jan. 1, 1951, will be either wages or 
self-employment income. If the indi- 
vidual is a full-time salesman and the 
commissions become due, they will be 
taxable to the company and the agent 
equally as wages. If he is not a full 
time salesman when they become due 
they will be credited to him as self-em- 
ployment income.” 








BENEFIT STATUS 


The benefit status of the agent’s status 
under social security is an entirely dif- 
ferent problem from the question of tax 
liability, said Mr. Cavanaugh. They 
come under a different section of the 
act. 

Discussing this phase of the problem, 
Mr. Cavanaugh said the fact that com- 
missions paid an individual even after 
age 65 may be either wages or self- 
employment income for tax purposes 
would not necessarily bar him from 
collecting his old age benefits while he 
is collecting the commissions. 

To disqualify an individual from re- 
ceiving social security benefits in any 
one month, two things must be estab- 
lished, he pointed out. First it must be 
shown that he actually performed serv- 
ices during the month, either as an em- 
ploye or in self-employment, and sec- 
ondly it must be shown that he was 
chargeable for the month with the re- 
ceipt of self-employment income or 
wages in excess of $50. 

The principal obstacle in the way of 
collection of social security benefits by 
agents who also have a commission 
interest will probably be in showing that 
they did not in fact perform any services 
during the month. This problem has 
still not been clarified. As things stand 
today, it is probably necessary for an 
individual who has been a full-time 
agent to end that relationship when he 
— to collect social security bene- 

ts. 

It would be inconsistent for him to 
assert on the one hand that he is prin- 
cipally engaged in selling life insurance 
and on the other to say that he is not 
selling it. However, after he has ended 
his status as a full-time agent he could 
still hold a contract with the company 
to sell insurance as a self-employed in- 
dividual. 


Self-Employed on Termination 


Whether or not he continues to have a 
contract with the company, Mr. Cav- 
anaugh assumes that the agent’s status 
after terminating his relationship as a 
full-time agent would be the same, for 
benefit purposes, as an individual who 
has always operated as a so-called self- 
employed life agent. Since it seems 
likely that no distinction will be made 
between first-year and renewal commis- 
sions of self-employed agents or between 
their life commissions and commissions 
on other insurance lines, it appears that 
if he performs substantial services dur- 
ing a particular month on any of his 
insurance business he will be barred from 
social security benefits for that month 
if his commissions exceed $50. On the 
other hand, if his commissions exceed 
$50 he can still collect his social se- 
curity for the month if he shows that 
he did not perform any substantial 
services during the month in respect to 
the business. The social security board 
has not yet indicated what will consti- 
tute “substantial services.” 

Consequently, if an agent’s total com- 
missions exceed $50 per month he may 





have to make up his mind either t 
stay on the job and forget about social 
security or to really retire and forget 
about business. He need not, however, 
make his decision on a permanent basis, 
He could, for example, work as hard as 
he wants and produce as much as he 
can during one or more months of the 
year and then lay off for the rest of the 
year in which case he could collect his 
social security during the months in 
which he performed no _ substantial 
services. 


1951 Unique Manual 
Is Off the Press 


(CONTINUED FROM PAGE 2) 
book. Here are shown the exact in. 
comes on all policies issued since 1910, 
an invaluable aid to the man who want; 
to know what a person’s present insur. 
ance will provide so that he can deter. 
mine the additional insurance needed to 
bring the income to the required amount 

Thus in four major and numerou 
smaller sections, this standard of au. 
thority treats all companies, large and 
small, and covers all subjects—the com. 
pany, the contract and the figures, in 
such detail that a sizeable catalogue 
would be required to fully describe it 
The entire volume is carefully indexed, 
both by topics and by companies. Cop. 
ies are now being delivered to all pre 
publication subscribers. Additional cop. 
ies may be ordered from The National 
Underwriter Co., 420 E. Fourth street, 
Cincinnati 2, O., or any National Un. 
derwriter office. Price $8.50 singly. 








Maryland, Delaware, D. of C. 
Handbook Is Published 


The new 1951 Underwriters Handbook 
of Maryland, Delaware, District of Co 
lumbia has just been published by the 
National Underwriter Co. It provides 
complete and up-to-date information on 
the agencies, companies, field men) 
general agents, groups and other or- 
ganizations affiliated with insurance in 
these two states and the District oi 
Columbia. 

Premiums and losses by lines in 
Maryland, for all fire and casualty com.) 
panies, and life insurance paid for me} 





in force by companies, are also pre 
sented in a special statistical section, 
Copies may. be obtained immediately 
from the National Underwriter Co. a 
420 East 4th street, Cincinnati 2, 0. 
Price is $12 per copy. j 


“Parade” Features Mrs. Bush 


Mrs. Eunice C. Bush, assistant man- 
ager of Mutual Life at Baton Rouge, 
is featured in an article in the July 15 
issue of Parade, the Sunday picture 
magazine. The article tells how Mrs 
Bush made the Million Dollar ‘Round 
Table and is the only woman ever to 
become a trustee of the National Asgx 
of Life Underwriters. Faced with hav- 
ing to support a son, a widowed mother 
and a school-age sister, Mrs. Bush was 
selling stockings from door to door and 
then, in a newspaper subscription con- 
test, she won a car she couldn’t afford 
to run. 

The family insurance man persuaded 
her to keep the car and try selling life 
insurance and she did so well that she 
won two company awards in her first 
year. Mrs. Bush believes that winning 
the car was the turning point in het 
career. 


Home, N. Y., Raises Burdick 


James H. Burdick has been appointed 
assistant manager at Philadelphia for 
Home Life of New York. With the 
company 12 years, Mr. Burdick started 
in the Philadelphia agency as an offict 
boy, advancing to cashier, planning man- 
ager, office manager, and agent. 


The Wilson (N. C.) Daily Times in 
a recent highly laudatory article about 
life insurance, points out the increasing 
stake of women in American wealth, 
much of it being as beneficiaries of life 
insurance policies. 
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“You know how they hammer home the point 
that young people should lead their own lives— 
with no one to hamper their social activities, 
interfere with the grandchildren or ask for help. 
Believe me, I agree! Plain common sense tells 
Mary and me to remain independent always— 
for our own sake, as well as the kids. What's 























































more, were doing something about it. We're 
giving up a few things as we go along .. . buying 
our future happiness with retirement income 
insurance. With that and Social Security, we'll 
do very nicely, thank you. Yes, a psychiatrist 
would approve of me. More important still, 
I approve of myself!” 


Being a Happiness Merchant is a 
mighty satisfying way of making 
a good living—and a good life. No 
wonder the life insurance sales- 
man is a respected member of his 
community. 


‘ETNA LIFE INSURANCE COMPANY 
HARTFORD 15 [@iip] CONNECTICUT 
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The new Sales Promotion Room at Northwestern Mutual’s Home Offé 


“PASS THE AMMUNITION, MISS MULLEN...” 


Never has Janet Mullen been so well prepared 
to ‘‘pass the ammunition.’’ Janet is a member 
of the Sales Promotion Division at the Home 
Office of Northwestern Mutual. 

For this year sets a new high in the number 
of quality sales helps that Northwestern Mutual 
makes available to its agents. No opportunity has 
been missed to provide the agent with ammuni- 
tion for every insurance need situation. All of 
the many items have been tested and proven in 
actual use and are constantly being supplemented, 
revised, kept up-to-date. 


Janet Mullen assures Northwestern Mutual 
agents that their requests to ‘‘pass the ammuni- 
tion”’ will be handled promptly and from a fine, 
complete store of promotional materials. 


The 


NORTHWESTERN MUTUAL 
Life Insurance Company 


MILWAUKEE, WISCONSIN 


Established 1857 
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